








Originality Brings Quick Paint Turnovers 


Some Ideas Used by Several Representative Hardware 
Firms Which Have Brought Them Real Paint Profits 


deared himself to many thou- 

sands who have witnessed his 
performance of “Lightnin’ Bill 
Jones” in the play “Lightnin’,” repre- 
sents the lovable old rascal who al- 
ways waits for people to have their 
say and then tells them that he knew 


PP vcere BACON, who has en- 


On this page we see two paint displays from the Morehouse ¢ Wells Co. store of Decatur, IU. 


it all along, when as a matter of fact 
he knew nothing about it until they 
brought up the subject. It has oc- 
curred to us that there might be a 
hardware dealer or two in this fair 
land who has the same mental outlook 
on life. He just sort of hangs round 
until his customers almost demand 


brought business to the firm 
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action and then he gets busy. When 
he does get busy there is never any 
question about the success of the 
venture, but it sometimes takes a 
good deal of energy to get him start- 
ed in the right direction. 

The paint business is much the 
same way. Sometimes it starts itself 


Each is different, yet each 
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and then at other times it takes ever- 


lasting push to get the ball of good 
sales rolling. 


Self-Starting Sales 


The war took a great number of 
people away from home. Prices went 
sky-high. Labor was almost impos- 
sible to obtain and the net result was 
that houses and barns went without 
the much-needed coat of paint. When 
the war clouds had disappeared and 
everybody started to take up the 
affairs of life where they had been 
interrupted, many things happened. 
One of these was a tremendous de- 
mand for paint. Uncertainty had 
been removed from our midst and 
there was the desire to repair the 
ravages of time and get back to our 
old basis of living. This was a case 
of where the ball of good sales got a 
tremendous start by the signing of 
the armistice. 

The ball kept rolling on and on, 
gathering more momentum and in- 
creasing in size, until this year the 
paint manufacturers faced one of the 
greatest demands in their history. 
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wind, rain and weather continued to 
play havoc with unprotected surfaces. 

The Save the Surface Campaign 
went on in great shape, telling people 
in almost every printed page of the 
necessity of protecting their property 
by saving the surfaces. It made 
people think and the hardware trade 
has profited by the increased demand. 
Conditions are at present much bet- 
ter than they were earlier in the 
year. Of course we still have a lot of 
troubles and difficulties, but we would 
rot be happy unless we had some diffi- 
culties to surmount. We do better 
and accomplish more when we have 
to work against difficulties and com- 
petition. 


Starting the Ball Rolling 


The people who needed paint and 
cid not buy it earlier in the year are 
now potential prospects and they are 
live prospects, too. They feel better 
over their crops and their incomes 
and they know down deep in their 
hearts that they ought to do that 
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Even with the tremendous sales, the 
paint sold did not begin to cover all 
of the area that needed covering. 
Times were hard for a great many 
people and they could not see their 
way clear to stand the expense. This 





The light colored background of the paint department of Carlisle ¢ Bristol, Fargo, 
N. D., serves as an excellent setting for the merchandise shown 


painting and save their buildings and 
property from further deterioration. 
Here is a case where the merchants 
will have to put their shoulders 
against the ball of sales and help 
speed it on its way. 
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did not help the condition or the 
appearance of their property and 
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‘At any good old “camp meetin’ 
about the most interesting features 
are the testimonial services. About 
the best thing at this time of the year 
for the hardware merchant is a kind 
of paint testimonial meeting and with 
this in mind we thought you might 
be interested in what some of the 
hardware merchants of the United 
States think about selling paint, 


An Opinion from North Dakota 


Fred Bristol, Jr., of Carlisle & 

Bristol, Fargo, N. D., says: “We fig- 
ure on carrying the very best and 
most complete line of paint, var. 
nishes, and calcimine that we can get. 
The next thing is to build up a repu- 
tation and a demand for these goods, 
Every year, we start about April 1 
and run a 2 x 8 in. ad. in our local 
paper, once a week for three months, 
We start the same kind of advertis- 
ing in the fall and run it for a some- 
what shorter time. We circularize 
about 500 property owners, real es- 
tate men, architects, contractors and 
painters. Our entire force of sales- 
men keep their eyes open in walking 
back and forth to business and report 
on the buildings that are in need of 
paint. We either see these prospects 
personally or circularize them and the 
factory helps us a great deal with its 
circulars and advertising. Our worst 
competition is from the so-called 
paint manufacturers and jobbers who 
sell direct to the painters and any 
one that wants to paint a house. Out- 
side of this competition the business 
is extremely satisfactory and adds 
materially to our volume at the end 
of the year, thereby helping reduce 
our overhead.” 

The paint display room of the Car- 
lisle & Bristol store is shown, and 
you will agree that the compactness 
of the arrangement of the stock is 
well worth while. Notice the sand- 
paper advertisements, color boards 


and cards on the ledge and the brush 
display as well. 
the well painted room makes an ideal 
setting for big sales and repeat or- 
ders. 
distributed along the counter so any 
customer can take advantage of them. 


The light color of 


Manufacturers’ circulars are 


Good Arrangement of Stock 
O. G. Hanson & Son, Rochester, 


Minn., are strong believers in the 
value of paint in the hardware store. 
O. G. Hanson started clerking for the 
pioneer hardware merchant of Roch- 
ester and later on went into business 
for himself. He bought his first order 


f hardware from a Milwaukee job- 


ber and has continued to do business 
with this firm ever since. 
placed an order for paint with a 
manufacturer and bought some var- 


Then he 
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nish from another manufacturer and 
to this day he has never handled any 
other lines. The illustration shows 


the front of the Hanson store and 
you can see how extensively they use 
their windows for the display of 
paints, brushes, varnishes and sun- 
dries. The stock is displayed in racks 
running lengthwise through the cen- 
ter of the store and these racks are 





accessible from both sides. Hach 
compartment contains one color and 
the gallon cans are placed in the low- 
est compartments with the half gal- 
lons, quarts and smaller sizes in the 
compartments above. 

The Central Hardware & Paint Co., 
of Green Bay, Wis., secured the 
services of a factory representative 
to demonstrate the various qualities 
of the paint they sold and advertised 
it heavily. In this way they got 
many prospects, and although bad 
weather made the attendance some- 
what smaller than was expected, it 
gave them much to work on. 


Co-operating with the City 


Down in Louisville, Ky., the hard- 
ware merchants co-operated actively 
with the city authorities in the 
“Paint Up and Clean Up Campaign.” 
The Albrecht Sons Hardware Co. 
used one window for paint display 
and in the other showed general 
cleaning supplies such as garbage 
cans, mops, pails, step ladders, dust- 
ers, wall brushes, etc. Banners were 
carried on the trucks and wagons and 
specially prepared advertising matter 
was placed all over the store which 
connected up with the “Paint Up 
Campaign.” 

The Henry Heick Hardware Co. 
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used its windows at this time for 
paint, and in addition had four weeks 
of special’ demonstration in their 
paint department. By the use of 
coupons, which they printed in the 
local papers, they secured many pros- 
pects and a good size mailing list. 
The Bomar-Summers Hardware 
Co., in commenting on this special 
campaign stated that this campaign 





0. G. Hanson & Son, Rochester, Minn., takes advantage of the unusual amount of window space in displaying its large stock 


of paints, varnishes and brushes 





helped them very much, and they 
pushed paint and clean up material 
for the duration of the campaign 
with special windows and advertis- 
ing, besides helping to financially 
support the campaign as did most of 
the other merchants of Louisville. 


A Turnover Every Sixty Days 


The Wrigley Hardware Co., De- 
troit, Mich, opened for business a 
few years ago. Their original stock 
order of paints amounted to about 
$400 and now they carry an average 
stock valued at $600 which they turn 
every sixty days. 

The Palace Hardware Co., Erie, 
Pa., sells about 200 dozen brushes in 
the course of a normal year. They 
use display windows, demonstrations, 
local advertising and manufacturers 
advertising and helps. They figure 
they get five turns a year on their 
paint stock. Their average stock 
will invoice at $8,000 and they keep 
a man out in the field all the time 
following prospects, architects and 
builders. The majority of sales how- 
ever are made over the counter. 

The Phillips Hardware Co., Phil- 
lips, Wis., is located in a town of 
under 2000 population and has only 
handled paint a little over two years 
but has found it an extremely satis- 
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factory line. This firm uses special 
windows at certain times of the year 
and canvasses the country in order to 
see what is needed in the way of 
paint and varnishes. When a man 
buys nails they ask him if he is 
building a new building or if he is 
doing some repair work and in either 
case they are able to suggest paint 
purchases to him. They make it a 






rule to quote him a price for the 
entire job rather than sell him a 
small amount of paint at a time. 

Both Roy R. Wilson and the More- 
house & Wells Co. of Decatur, IIl., 
handle large stocks of paint. They 
carry paint for every purpose and 
their salesmen are well trained so 
that they do not sell paint unless they 
have a good idea regarding the pur- 
pose for which it is to be used. They 
know that a well satisfied customer 
will not only buy more paint but will 
purchase other articles of hardware 
as well. The accompanying illustra- 
tions from Morehouse & Wells may 
give some ideas that could be fol- 
lowed in making an attractive paint 
and varnish display. 

Autumn opens many roads to good 
paint sales. The housewife will soon 
start her fall house cleaning and will 
be in the market for all kinds of 
paints and varnishes. The floors 
need touching up, the furniture needs 
brightening and the screens should 
be painted before they are stored 
away for the winter. Stoves come 
into use once more and need enamel. 
The pipes may be a little rusty and 
a small can of paint will save the 
home owner considerable money. 

Truly there are many uses for 
paint at this time of the year. 
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for five years, 1916 to 1920 in- 

clusive, amounted to more than 
$1,672,722,377. In 1921, fire cost 
more than 15,000 lives and $485,- 
000,000 in property. 

“If the total amount lost in the 
five years—1916 to 1920,” says a re- 
port of the National Board of Fire 
Underwriters, “had been used con- 
structively instead of being literally 
thrown away, the sum would have 
built 334,540 dwellings, costing on 
the average $5,000 each, thus supply- 
ing homes for 1,672,720 people. This 
exceeds the total population of Con- 
necticut, Nevada and Wyoming. The 
same amount of money used in an- 
other way would have constructed 
16,727 schoolhouses, costing $100,000 
apiece.” 

Fire prevention is a national prob- 
lem. The fact that most fires are 
preventable makes the matter of fire 
prevention an educational problem. 
The most efficient way to attack 
a mass educational problem is by 
publicity. 

October 2 to 9 inclusive has been 
officially designated as Fire Preven- 
tion Week. It has the backing of 
municipal and state governments, 
civic organizations and large busi- 
ness interests everywhere in the 
country. 

The hardware merchant is situated 
by circumstances so that he can ren- 
der invaluable service to his commu- 
nity by educational window displays 
such as shown on these pages, and 
at the same time sell a number of 
fire prevention appliances and de- 
vices and thereby contribute the cause 


Fe: losses in the United States 
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Getting 
Ready for 


Fire Prevention 


Week 


October 2—9 

















of both fire prevention and stock 
turnover. 

Besides the usual fire extinguish- 
ers and preventives the importance 
of cleaning-up rubbish and fire haz- 
ards should be emphasized. Mops, 
buckets, and paints are strictly appro- 
priate. Fire prevention and clean-up 
and paint-up campaigns should logi- 
cally be conducted at the same time. 

Any number of appropriate slogans 
may be used in window displays and 
newspaper advertisements. For in- 
stance: “Clean-up and Paint-up; Rub- 
bish leads to fires;” or “Keep a fire 
extinguisher on hand. It may save 
the members of your family from 
death, and your home from destruc- 
tion.” Another might read, “Use an 
electric flashlight for dark corners. 
Matches, candles and oil lamps are 
dangerous.” 

Plan a spectacular window display 
paged ie: ware d mc “4 From 1916 to 1920 inclusive Bao oe aera - By 
tract attention to your store. Increase 192i the flames took o ton p 15-000 nec and $45,000,000 


in property. Fire Prevention Week is used for the purpose 
your sales. of showing how these losses may be avoided 
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Efficiency 
Will Hasten 





ness in the United States can- 

not return to its normal level 
until European affairs shall have 
been settled. My view of the situa- 
tion is that exports from this coun- 
try will increase materially. This 
conclusion is based on several pre- 
mises. 

Germany cannot produce in the 
same volume as heretofore. The men- 
tal psychology of the German has en- 
tirely reversed itself. For a long 
time before the World War, the Ger- 
man people had been taught to obey 
authority, without question and 
without objection. This meant that 
Germany could manufacture in large 
volume at low cost, with wages for 
labor at low figures. 

From 1870 to 1918, Germany had 
been favored with supplies of raw 
material, especially iron ore and coal, 
and the nation was in a large meas- 
ure self-centered and self-contained. 
Since the World War, however, Ger- 
many has had the iron ore beds in 
Lorraine taken from her, and has 
been forced to supply the Allies with 
coal in payment for damage she did 
to the French mines during the con- 
flict. 


Higher Cost of German Production 


Cost of production in Germany, 
therefore, will remain materially 
higher than during the pre-war 
period. This condition will, of 
course, reduce aggressive competi- 
tion in all the common markets of 
the world. The United States will 
be called on to supply many of the 
needs of these common markets. 
This demand will continue for a 
long time to come. 


Snes economists say that busi- 


‘6 l ge mee! as strongly optimistic as 

I do, I believe that there is a real 
danger of too large a measure of activ- 
ity which will tend toward a period of 
inflation that, in the end, will not be 
beneficial to anybody. Our endeavor 
should continue to be to increase our 
efficiency, to reduce costs and to strive 
for high productivity which means, of 
course, incessant and concentrated work 
by everybody.”—C. W. Asbury. 
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the Return 


to Normalcy 








By C. W. ASBURY 


Former President of the American 
Hardware Munufacturers’ 
Association 


It seems reasonably certain, there- 
fore, that industry in the United 
States will have increasing foreign 
demand for its products. 


Condition of the Farmer Improves 


In the home markets, the farmer, 
during the past two years, was 
forced by stress of circumstances to 
liquidate his cost of production. He 
has now succeeded in doing so, even 
to a larger extent than those engaged 
in other lines of endeavor, particu- 
larly in the big industrial centers of 
the country. He now sees that he 
can produce at lower costs and sell at 
higher prices. Present prospects for 
this season’s crops are, in general, 
quite satisfactory. Barring the un- 
foreseen, the farmer will produce 
from the ground at least an average 
volume of new money at very satis- 
factory profit to himself. This will 
restore his purchasing power in the 
fall months of this year. He will 
restore his equipment to the point of 
efficiency after two years of wear 
and tear. 


Stocks Below Normal 


Stocks: of manufactured products 
in the hands of distributors are be- 
low normal. If industry is called 
upon to bring about the restoration 
of these stocks to a normal basis, 
it will mean an industrial strain 
with full employment of labor at 
satisfactory wages. 

Feeling as strongly optimistic as 
I do, I believe that there is a real 
danger of too large a measure of 
activity which will tend toward a 
period of inflation that, in the end, 
will not be beneficial to anybody. 
Our endeavor should continue to be 


to increase our efficiency, to reduce 
costs and to strive for high produc- 
tivity, which means, of course, in- 
cessant and concentrated work by 
everybody. 

We have not yet returned to an 
earnest desire to study conditions 
to the point of realization of the fact 
that in the last analysis the manufac- 
turer and the distributor have a di- 
rect duty to perform and a very ap- 
parent responsibility for a. proper 
service to the buying public. 

Merchandise in the hands of retail 
distributors is entirely too low to 
really perform a service of satisfac- 
tion to the public in sizes, patterns, 
styles, etc. There is also much com- 
plaint among retailers that they are 
unable to get from the wholesaler, 
with reasonable promptness, many 
items for which they find a consist- 
ent public demand. 


Flow of Commerce Retarded 


Manufacturers, unfortunately, have 
not been in a position to keep in stock 
finished merchandise in sufficient vol- 
ume to restore to normal the whole- 
sale and retail stocks in this country. 
In general, therefore, it would seem 
as though the public was not being 
served with the kind of merchandise 
which it is demanding and, as a 
consequence, the flow of commerce 
from the manufacturer to the con- 
sumer is being retarded by obstacles 
in the stream of flow. These condi- 
tions will, of course, right them- 
selves. But effort should be made 
by all classes to hasten the return to 
normalcy by an efficient performance 
of duty. 








6< a business depends upon your reputation. Your reputation depends 
upon how well you sell yourself and your store to your community. The 


ground work of merchandising is self.’ 


Llew S. Soule. 
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Effective Arrangement an Aid to Profits 


A Systematic Display Method Concentrates Selling 
Energy and Increases the Value of the 
Man Behind the Counter 


N beginning our merchandising 
| stories we always find the first 
hundred words the hardest. We 
like to get something clever or epi- 
grammatical in the first four or five 
lines for the sake of its stimulating 
effect on ourselves. In this particu- 
lar instance, however—although we 
are about to unwrap a “corking 
good” story—from a merchandising 
point of view—the best lead we can 
think of is a paradox. Here it goes: 
The more we succeed in dispens- 
ing with the necessity for personal 
salesmanship the more valuable it 
becomes. 

Now that it’s written we think it 
rather good—as a paradox. Para- 
doxes, however, are too great a strain 
on the nervous system to be indulged 
in frequently and we don’t go in for 
them much, although we do pull off 
good ones—sometimes. As this par- 
ticular paradox is supposed to epi- 
tomize our story it requires explana- 
tion. 


Concentrating Selling Energy 


In a hardware store where, for one 
reason or another, the facilities for 


By D. J. WITHERSPOON 


displaying merchandise are inade- 
quate or poorly conceived, the selling 
ability of the man on the floor is 
frequently expended in making sales 
that could be better accomplished by 
means of suggestive displays. His 
sales are therefore less than when a 
customer’s interest in his merchan- 
dise arises largely from the manner 
in which it is displayed and inde- 
pendently of the salesman. Many 
purchases would then be automati- 
cally suggested and the salesman’s 
energy concentrated on definite 
leads. With the same amount, or 
even less, selling ability the total 
volume of sales would no doubt be 
greater. 

When a flash-light, a thermos bot- 
tle and a tire vulcanizing outfit are 
sold to a man largely by virtue of the 
manner in which they are displayed, 
and some fishing tackle solely by rea- 
son of the selling ability of the man 
on the floor—the salesman has four 
sales instead of one to his credit. 
The first three sales were definite 
leads; that is, the customer saw the 
articles and liked them and was 
easily influenced to buy. In respect 


to the other, however, real sales- 
manship was used. The seller, for 
example, may have learned from a 
chance remark that his customer was 
a disciple of Izaak Walton and have 
tactfully brought up the subject of 
fishing and the sale the result of a 
discussion of the relative merits of 
different types of tackles, the samples 
on display being used “solely” for 
the purpose of demonstrating a point. 
It would probably be inaccurate to 
say that the salesman was not a de- 
termining factor in the first three 
sales, but the quality of his sales- 
manship was comparatively unimpor- 
tant. 


Increasing the Value of Salesmanship 


Consequently, the value of sales- 
manship increases in proportion to 
the means provided for doing with- 
out it. 

When a customer enters a store 
in which the display facilities are 
poor he has no particular incentive, 
outside of the salesman, to extend 
his purchases beyond the particular 
article he had in mind when he en- 
tered. With nothing in the arrange- 


A customer entering the store of the Gray Hardware Co. at Coshocton, Ohio, is struck by the absence of counters. All articles 
are sampled in either wall or floor cases and are in plain view 
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ment of the merchandise to en- 
courage indirect sales, the average 
customer dislikes to ask to see an 
article that he has no definite inten- 
tion of buying—because he generally 
feels obligated in some remote way. 
But when, on the other hand, mer- 
chandise is so arranged that the cus- 
tomer can’t very well overlook it— 
and is accessible to handling or close 
inspection—sales are started inde- 
pendently of the salesman, and the 
selling ability of the man on the floor 
is employed to better advantage in 
every way. 


Helping the Customer 


This idea has been developed to a 
point of high efficiency in the stores 
of the Gray Hardware Co., at Coshoc- 
ton and West Lafayette, Ohio. Our 
illustrations are unusually good and 
give an excellent idea of the display 
facilities of these stores and in look- 
ing them over one is immediately 
struck by the absence of counters. 
Samples of every article in stock are 
displayed to the best possible ad- 
vantage—even down to bolts and 
nuts. Everything is in plain sight 
and so arranged that a customer in 
waiting for a parcel or his change 
has the natural inclination to go ona 
tour of inspection. The arrange- 
ment of the stock is an invitation 
to closer inspection and he has no 
hesitancy in studying and handling 
the various articles in the wall and 
floor cases. 

In the arrangement of the Gray 
store at Coshocton glass floor cases, 
accessible from three sides, have 
been used with big success. They 


The interior of the store of the Gray Hardware Co. at West 
employed by means of scientific arrangement 
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are not only successes from a mer- 
chandising point of view but con- 
tribute materially to the appearance 
of the store—which, in itself, is 
something to be considered. Here 
are shown dishes, aluminum and 
plated ware, etc., which lend them- 
selves effectively to display of this 
kind and which, without the protect- 
ing glass, could be easily marred 
through indiscriminate handling by 
the curious, 

Candlesticks, fruit dishes and 
other articles of a nature less sus- 
ceptible to finger marks are ar- 
ranged with a really decorative ef- 
Tect on the tops of the glass floor 
cases. In the rear, as may be seen 
from our illustration, are long 
tables on which glass, kitchen ware, 
lamps, etc., are grouped. None of 
the articles in the floor cases or on 
the tables are crowded and conse- 
quently their effectiveness is corre- 
spondingly increased. 


Harmonious Displays 


The displays are harmonious in 
respect to one another and there are 
no violent contrasts in respect to the 
nature of the articles shown. ‘Tools 
and kindred articles of hardware are 
in wall cases on one side of the store, 
naturally—as a person interested in 
tools prefers to have the various 
kinds near one another. The sport- 
ing goods, toys and miscellaneous 
articles are in similar wall cases on 
the opposite side of the store. There 
is sufficient room between these and 
the floor cases for several persons to 
pass without crowding. 

In speaking of his stores, George 


Lafayette, Ohio, 


where 
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M. Gray, their founder, says that a 
high average of sales may be main- 
tained without necessitating the em- 
ployment of especially trained hard- 
ware men or women—although he 
does not underestimate the added 
profits to be derived from their serv- 
ices. His facilities for display are 
silent salesmen but, of course, no 
precise estimate can be placed on the 
number of sales which may be at- 
tributed solely to them. 


Same Methods Duplicated 


The same methods of display have 
been used in the Gray store at West 
Lafayette, although in view of the 
fact that this town has a population 
of scarcely more than 800 as against 
Coshocton’s 12,000, things are neces- 
sarily on a smaller scale. Only one 
glass floor case is used and many of 
the larger articles carried, such as 
lawn mowers, etc., have been placed 
between it and the wall cases. Care 
has been taken, however, to see that 
they in no way hamper the move- 
ment of customers when on a tour 
of inspection. Tables holding glass- 
ware and other articles are placed 
in front of the wall cases holding 
the paints but they in no way render 
the colors, names, etc., undecipher- 
able. 

The Gray Hardware Co. was or- 
ganized in 1892 at Coshocton by 
George M. Gray, the value of the 
initial stock amounting to less than 
$10,000. In 1915, fn order to pro- 
vide for a growing business, the sec- 
ond store was opened in the eastern 
part of the county at West Lafay- 
ette, six miles from Coshocton. 


silent salesmanship is successfully 
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Moving Day Means Sales 


7 ; he 
/GNOLEUM™ 
aiTTERNee EVERY 
ROOM INTHE 
HOUSE 


fiery Room 


of Linoleum 


October Is One of the Best Seasons of the Year in 
Which to Push Sales of This Floor Covering 


a peculiar position on the 
calendar. It was a day set 
apart for a special purpose although 
it could hardly be regarded as a holi- 
day. Throughout the length and 
breadth of the land its unofficial 
name was “Moving Day.” May 1 
was the day on which old tenants 
moved out of houses and new tenants 
moved in and, generally speaking, it 
was the day on which new leases 
for the year commenced to operate. 
In recent years, however, the first 
day of May has been aware of the 
presence of a rival that has been 
steadily growing in popularity, espe- 
cially in the metropolitan districts. 
Oct. 1 has now reached a position 
where it may challenge the original 
“Moving Day” in point of observance. 
Leases in many sections are dated 
from Oct. 1 instead of from May 1. 
Take it as you will, the first day of 
one of the most popular months of 
autumn is the day on which many 
people the country over leave their 
old homes and move into new ones. 
The words “new tenant” are in a 
Sense practically synonomous with 
“interior improvements.” When a 
new family moves into a house there 
are generally a number of things to 
be done. Walls must be painted and 
Papered and floors must be covered. 


EF’: many years May 1 occupied 


This means sales of paint and 
brushes and sales of floor coverings. 
Incidentally it should mean sales of 
linoleum. Actually it should mean 
sales for the hardware merchant. 

The uses of linoleum have in- 
creased with the improvement of the 
product. Nowadays we find it on the 
floors of kitchens, hallways, vesti- 
bules, bathrooms, offices—in short, 
in all places where there is a demand 
for appearances and where a floor 
covering is subjected to a maximum 
of hard usage. 

Linoleum sales offer the hardware 
merchant an opportunity to furnish 
his customers with a brand of service 
which should appeal to them and in- 
crease their confidence in both him 
and the articles he sells. As every- 
one knows, this floor covering should 
be cut to fit the space it is to cover 
but should not be tacked down or 
cemented to the floor until some time 
has elapsed. If possible the mer- 
chant should make it a point to have 
his store lay the linoleum. Once laid 
it would be well for him to wait sev- 
eral days and then mail the house- 
holder a card worded somewhat as 
follows: 

“If convenient to you we will 
have our representative call on 
and complete the lay- 

ing of your linoleum.” 


This is just a little reminder, a 
touch of suggestion as it were, but 
it will emphasize the fact that you 
are on the job and that you have the 
interests of your customer at heart. 
Incidentally it is worth remembering 
that your representative who com- 
pletes the work of laying the linoleum 
will have an opportunity to use his 
eyes and inform you as to what else 
is needed in this house. Once you 
know a letter or a call will serve to 
remind the owner of the home that 
there is something else he needs and 
a sale or sales should follow. 


Interesting Linoleum Display 


The accompanying illustration 
shows a linoleum display that was 
recently featured by J. A. Mahoney, 
Inc., of Deming, N. M. L. R. Whit- 
more, display manager for this store, 
tells us that the display was produc- 
tive of excellent results which can 
be readily believed. Draperies were 
effectively used to provide a back- 
ground. The linoleum itself was ar- 
ranged in rolls which were ranged 
around the window producing a 
pillar-like effect. Other rolls were 
laid upon the floor. A framed series 
of illustrations depicting the effects 
obtained by the use of this floor 
covering and incidental flowers and 
ferns completed the display. 
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HE next two months are going 
to be the two biggest months 
for paint sales this country 
has ever known. There is new build- 
ing going on on every side of us. 
New woods are being used—strange 
woods to the dealer and to the 
painter. The dealer, his clerks, and 
the painter must have a knowledge 
of the proper treatment for them. 
Last month we covered a page of 
“Don’ts” for exteriors. This month 
a few “Don’ts” for the interior. We 
hope that these “Don’ts” are going 
to bring about enough interest so 
that next month we can have a page 
or two of answered questions. 


DON’T—Sell a customer giue to 
size a wall he is going to paint. If 
a wall is done with a first coat of 
decayed animal matter, and the oc- 
cupants of the house become ill 
from the odor, or if germs make 
their nest there and multiply, you 
are an accessory to the crime. If 
the wall is new, give him the proper 
information. Have him use the Mc- 
Nichol method. Wash the wall with 
a solution of zinc sulphate crystals. 
Four pounds of the crystals dis- 
solved in a gallon of water. Then 
have him apply paint according to 
the manufacturer’s directions. 


DON’T—Sell liquid fillers to be 
used as a first coat on soft or close 
grained wood floors. Tell the cus- 
tomer the truth of the matter no 
matter what he thinks. You can- 
not guarantee such a job. 


DON’T—Allow a woman to buy 
varnish for a floor on which she has 
used an oil mop. Varnish will never 
dry. See that she washes the floors 
with a strong ammonia solution, 
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and then wipes up with clear water. 
DON’T—Sell gold, or aluminum, 
bronze for radiators unless you as- 
sure the buyer that it must be ap- 
plied to a cold surface. 


DON’T — Sell high grade wall 
paints to apply over calcimine or 
whitewash. Have your customer 
see that the surfaces have been 
thoroughly washed and are clean of 
all loose particles. 


DON’T—Sell stove enamel and 
tell them that it can be applied at 
once. The metal surfaces must be 
brushed clean of rust and all grease 
should be removed by washing. 


DON’T—Allow your friends and 
customers to put away their fly 
screens this fall without first apply- 
ing a coat of screen enamel. This 
is a precaution that but few think 
of, but it’s a big money saver in the 
end. 


DON’T—Say to a customer: “Oh, 
yes, certainly. You can apply one 
coat of our high gloss enamel right 
over the other. It’s ng _ trouble.” 
Tell him the truth. The first coat 
should be given at least thirty-six 
hours to dry and then sanded light- 
ly, or cut down with steel wool be- 
fore the application of the second 
coat. 


DON’T—Sell an ordinary house 
paint for inside or outside floors. 
Carry in stock special floor paint; 
one made of hard pigments and 
ground and mixed with a good floor 
varnish. 


DON’T—Sell a varnish marked 
“Furniture or Coach” for seat or 
chair finishing. This is one varnish 
that should always be right. It 
must be right in its drying. Cloth- 
ing has been ruined on poorly fin- 
ished seats and chairs, and the 
dealer is to blame for not knowing 
his goods. 


DON’T—Agree with every paint- 
er you meet, for there are good and 
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bad. There are masters, or so- 
called masters—who cannot mix a 
pot of color, and who treat all sur- 
faces in the same way. It’s up to 
you to read good paint authorities. 


DON’T—Sell the same material 
for a concrete house that you would 
for a frame building. Your manu- 
facturer is making a concrete paint; 
one that will care for the work per- 
fectly. Get in touch with him. 


DON’T—Mix your paint line by 
buying from every manufacturer’s 
representative that calls. Standard- 
ize it. Buy from a reputable manu- 
facturer. Stick to him. Don’t be 
afraid to ask for new sales helps 
and literature. 


DON’T—Allow another week to 
pass without calling the store force 
together for one evening and have 
a paint talk. Talk of the number 
of gallons of paint you are selling, 
and then of how many houses that 
there are in town that need paint- 
ing, and how best to go about sell- 
ing all of them. Don’t forget that 
in any fair sized town a paint stock 
turns over from five to six times. 


DON’T—Forget that the strong- 
est advertising campaign ever car- 
ried on in this country is being car- 
ried on now for a double purpose— 
your benefit and the conservation of 
America’s building material. “SAVE 
THE SURFACE AND YOU SAVE 
ALL.” Get in touch with the Save 
the Surface Committee, Bourse 
Building, Philadelphia, Pa., and say 
to them: “I need help. I must have 
your way for selling paint.” And let 
your slogan be during the fall: 
“DON’T PUT IT OFF. PUT IT 
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the Ghetto of New York and was 
the son of a veteran of the Russo- 
Japanese war. During his early 
days the family left the city and 
moved to a fair-sized Connecticut 
community where they had purchased 
afarm. When young Joseph reached 
the age of discretion he set himself 
up in the retail hardware business. 
He was fully endowed with a strong 
commercial instinct credited to his 
race ever since Biblical days and in 
due season he prospered. 
It was a warm day in August and 
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By CHARLES J. HEALE 


the Weslock Hardware Co. was not 
particularly busy owing to the fact 
that people felt that it was too hot 
to venture outdoors. Suddenly Joe 
was startled by the sudden appear- 
ance of Chung Wup Lee, one of the 
town’s three Chinese laundrymen. 
Chung seemed to have dropped from 
nowheres and he succeeded in giving 
Weslock a mild shock. He wore the 
characteristic soft felt slippers and 
black alpaca made up loosely into 
pajama-like coat and trousers. In 
one hand he held a large flat iron. 
Taking him in one quick glance he 














would have done justice to a comic 
supplement. 

After his recovery from surprise 
Weslock, slightly amused, looked at 
the newcomer and queried “Well?” 

The laundryman gave him a mean- 
ingless glance and _ squinted his 
almond eyes. In somewhat laborious 
manner he explained that his iron 
was useless because the bolt that se- 
cured it to the overhead pole (so much 
in vogue in Chinese laundries) was 
broken. It would take a week or more 
to get a replacement from New 
York and his customers wanted their 
shirts. Could Mr. Weslock oblige and 
fit up his iron with the necessary 
bolt? 

Joe took the iron and walked over 
to his bolt case. The Chinaman fol- 
lowed close behind him, yet did not 
make a sound. It struck the hard- 
ware man as amusing, and as he 
fussed among various types and sizes 
in an effort to bolt the iron he in- 
quired in a friendly enough way, 
“How’s business, John?” 

Friendliness from Joe was the last 
gift from Paradise in the expecta- 
tions of Chung, but true to his race 
he gave no outward sign but slowly 
answered, “It do not make me much 
profit. First many people brought 
shirts, collars and clothes. That was 
two year ago. Today they do not 
come much. When they come they 
must hurry. Get worse maybe move 
back to city. Don’t know.” 

“Huh,” says Joe, “I don’t much won- 
der that your old customers leave you. 
Your store is the limit. You don’t 
paint it, sweep it or clean the win- 
dows. Your walls are dirty and your 
floor looks worse. You never open 
the windows and it makes people sick 
to walk inside of your place. People 
don’t warm up to the idea of bringing 
their clothes to a laundry that looks 
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dirty. They want their things cleaned 
and it is hard for them to believe 
that a dirty laundry can do it. If 
you invested a little money in paint 
and a scrubbing brush you could 
make that place of yours attractive. 
Use a little more money and adver- 
tise the fact that you have refinished 
your store in a modern way and you 
will soon have your old customers 
running back. Every man in the 
town knows that you can take a soiled 
shirt and collar and turn out a milk- 
white, well ironed shirt fit for the 
first row in church. But their women 
folks can’t be talked into visiting 
your place in its present condition.” 

Chung took it all with seeming 
good nature, and politely asked if Mr. 
Weslock had found the proper bolt, 
but Weslock was not ready to let the 
Chinaman go and decided to try a 
new line of attack. 

“Say there,” he began, “what kind 
of asport are you anyway? I’ll make 
a real live bet with you. My plan is 
just a clean-cut proposition which 
makes you the winner either way it 
breaks. The best I can do iis break 
even. Your floor needs to be painted 
and so do your walls. You need two 
window shades on the side and one 
special shade for the show window in 
front. Your counter needs painting. 
You should scrub your floor. If you 
don’t want to keep it painted lay on 
some linoleum, shellac it, and it will 
last you a long time. Put a decent 
pair of hinges on your front door and 
eliminate the squeaks. Put in a pane 
of glass in the empty side window. 
Throw away those small gas tips and 
use mantles and get some light so 
that your place will look like a busi- 
ness house and not a fortune telling 
parlor. Then people will be glad to 
give you their trade. How about it?” 

“Cost too much money. May be 
good idea. Maybe not,’ answered 
Chung. “That’s no gamble. You 
make all the money.” 

He might be interested thought 
Weslock, but then again he was more 
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likely putting up a front. Joe tried 
him again saying, “Tell you what I’ll 
do, John. You take the paint, a brush, 
broom, scrub brush and pail, two win- 
dow shades, pane of glass, piece of 
linoleum, two gas mantles with globes 
and a pair of hinges. You only pay 
me half price for the goods, but you 
must get busy at once and use this 
stuff. Also put up a little sign that 
I will give. It will read: ‘The mate- 
rial used to improve this store was 
purchased from the Weslock Hard- 
ware Co.’ Then you must put a larger 
advertisement in the next weekly 
issue of our town paper announc- 
ing your renovated store. If this 
scheme works and your business im- 
proves in ninety days you pay the 
other half on the goods. If it doesn’t 
you don’t. What do you say?” 

“How much is the cost?” asked 
Chung, feeling sure that it would be 
a big figure and that it would let him 
out. 

Joe still felt that there was no sale 
in sight, but he grabbed a pencil and 
some paper and hastily figured out 
the cost. “Well, John, that entire 
shipment would cost anybody else 
about $15, but I’ll make you a special 
price of $12.50. You pay me $6.50 
now and $6 more in ninety days if 
your business gets better. I’ll go 
you one better. You can have enough 
screen wire for your door frame and 
two windows for $1 additional. Come 
now, where’s the money?” This fin- 
ished, Joe ivoked over at the China- 
man and waited for his reply. 

Then the unexpected happened. 
Chung dug down somewheres inside 
of his coat (where his shirt should 
be) and brought to light a small 
leather -bag full of coins of all denom- 
inations. He counted out the required 
seven dollars, placed the money on 
the table and called for the goods 
including the wire cloth. 

How was the Weslock Hardware 
Co. going to collect the balance from 
the laundryman? That was a real 
problem. Thinking he was kidding 
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the man along, he jibed him, tempted 
him and then went in on a gamble 
for merchandise. There was only one 
way out. That shirt washer must 
make more money. So Joe called his 
salesman and both agreed to recom- 
mend Chung’s laundry because it was 
now the best and cleanest in town, 
at least it would be to-morrow, for 
Chung would stay up all night and 
fix it. Of this they were positive, 
Sure enough every customer who 
came in and looked reasonably tol- 
erant was informed of the new lease 
on life that Chung had taken. 

This went on for some thirty odd 
days, when in sneaked another Chi- 
nese laundryman. This man made 
the surprising request for two gal- 
lons of paint, a brush, some gas man- 
tles and a new globe. Joe hesitated 
a moment, but the would-be customer 
quickly produced a $10 bill. Weslock 
registered relief and made the sale 
with commendable composure and the 
Oriental slipped out silently. A day 
later the third and last Chinaman of 
the town came in. He also wanted 
paint and a brush. Joe demanded an 
explanation and got it. 

It seemed that Chung Wup Lee had 
painted up his store and he was tak- 
ing away all the laundry trade in 
the place. He was even thinking of 
summoning his younger brother from 
Bridgeport. Chung was no better 
than the others and there would now 
be more than one well kept laundry 
shop in the town. Joe secretly knew 
that there would be three well painted 
Chinese laundries in the town, and 
there are to this day. In fact if you 
go there now the natives will point 
with pride to their three smart-look- 
ing Chinese laundries. 

Incidentally Joe got his money. 
Chung paid up early in October. It 
was too good a story to die a quiet 
death. It went from mouth to mouth, 
and other small businesses in the 
town came to Weslock’s and bought 
paint, at least that is what Joe told 
us last winter, 
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EDITORIAL COMMENT 


The Rising Price Tide 


OR the next few months at least hardware 
merchants will probably be doing business 
in a rising market. 

The 20 per cent wage advance by the steel 
interests a month ago has been reflected by sharp 
price advances in steel and hardware products. 

Market reporters quote manufacturers and 
jobbers to the effect that no important price 
break is considered likely for perhaps the next 
six months. Fuel and freight car shortages are 
creating temporary shortages of merchandise. 

One man’s prediction is as good as another’s. 
But present indications lead market observers to 
believe that for the balance of this year, and until 
after the spring buying season of 1923, the hard- 
ware business will be featured by strong buying 
at firm and, perhaps, stiff prices. 

Whether this belief materializes or not it con- 
tributes additional force to the one basic fact of 
merchandising that has never been emphasized 
too strongly. It is true to-day and it will be true 
to-morrow. ; 

To make money a merchant must maintain an 
adequate and well assorted stock, and a selling 
policy that produces quick and persistent stock 
turnovers. Incubator eggs must be turned over 
regularly if you want chickens. Stocks must be 
turned over regularly if you want to stay in 


business. 
of * * 


Business like the airplane can’t stand 
still without crashing. 


* * * 


Preventable Waste 


'IXHE virtual settlement of the shopmen’s 
strike stresses once again the fact that in- 
dustrial warfare is a high crime against hu- 
manity. 
Some day we shall realize that strikes are 
intolerable. A strike is a flagrant waste of 
material, time, money and human energy. 
Everybody loses; the participants, the public 
and posterity. 
The Washington Conference attempted to 
minimize the causes of: international war. Why 


not hold a Washington Conference to find ways 
and means of minimizing the causes of our own 
national industrial wars? 


* 1* 1 


Confidence must be built on some- 
thing more solid than promises and 
hope. 


* * * 


Guns and Crime 


OLICE officials from 700 cities in the United 

States and from many European capitals 
are in convention at New York discussing the 
feasibility of forming an international clearing 
house for crime to make the world safe from 
criminals. 

The chief city magistrate of New York was 
held up and robbed a short time ago, and at 
the police convention he sternly condemned the 
pistol as “the worst curse in America to-day.” 

This was approved by the delegates, who 
adopted resolutions calling for laws against the 
manufacture of revolvers and pistols except for 
military and police purposes. 

Conditions have changed in more than one 
respect since the second amendment was written 
into the Constitution. 

“A well regulated militia being necessary to 
the security of a free state, the right of the 
people to keep and bear arms shall not be in- 
fringed,” our forefathers declared. 

But congested cities, modern luxuries, eco- 
nomic necessities, bitter industrial wars, immi- 
gration, prohibition, political swashbuckling, 
hereditary influences, environment and psy- 
chology create the man behind the gun. He is 
not simply the product of his own whims. 

Take his gun away. But do you make him 
any less of a criminal? Change his methods. 
But can you change his motives? 

Crime cannot be stopped nor stemmed by 
policemen and politicians. There were criminals 
before guns were invented. There will be 
criminals when guns are relics. 

The foundations of civilization will be altered, 
and the source of human motives will be ex- 
plored, before the cancers of crime disappear 
from the minds of men. 
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Retailer’s distribution of the dollar received from the consumer as shown 


by the 


combined average figures of retail dry goods, 


grocery, shoe, 


clothing and hardware dealers 


NHE cost of operating a retail 
store depends upon the rela- 
tion between investment and 

volume of sales,” says the Joint Con- 

gressional Commission of Agricul- 
tural Inquiry, in its report on the 
fundamental principles of ‘“Market- 
ing and Distribution,” which has 
been issued recently by the Govern- 
ment Printing Office. “Idle mer- 
chandise and tied-up capital,’ the 
report states, “invariably increase 
operating expense. Frequency of 
stock turn and increased volume in 
relation to investment tend to re- 
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duce operating expense. Purchasing 
with knowledge of the requirements 
of the community avoids accumula- 
tion of unsalable merchandise. 

“It is the function of the retailer,” 
the report states, “to serve as a pur- 
chasing agent for the consumers 
within the community in which he 
is located, and to perform this ser- 
vice properly it is necessary for him 
to know the kind and the amount of 
commodities required. Failure to 
maintain a balance between purchase 
of merchandise and the ability of 
the community to consume creates a 
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Marketing and 


larger burden of operating costs than 
economic distribution will justify.” 


Nature of the Report 


The 266 pages of the commission’s 
report on “Marketing and Distribu- 
tion” contain a number of diagrams, 
charts and tables. The text of the 
report is divided up into eleven 
chapters. A summary of the com- 
mission’s findings, and the conclu- 
sions reached are also included. Rep- 
resentative Sydney Anderson of Min- 
nesota was chairman of the commis- 
sion. 

The commission was created dur- 
ing the first session of the sixty- 
seventh Congress. It was ordered 
to investigate the report on the 
causes, conditions, resources and 
prospects of the agricultural, indus- 
trial, financial, marketing and trans- 
portation systems, methods and fa- 
cilities of the country. 


Four Major Subjects 


The commission divided its in- 
quiry into four major subjects: (1) 
the agricultural crisis and its causes; 
(2) credit; (3) transportation; (4) 
marketing and distribution. In the 
summary of its report on marketing 
and distribution the commission out- 
lines the development of merchan- 
dising from the pioneer days of bar- 
ter and trade, and traces the effects 
that the extenson of the railroads, 
the development of natural resources 
and the introduction of new inven- 
tions on the shiftings of population, 
the standards of living and the 
growth of industrial, financial and 
commercial activities. 

It emphasizes, for instance, the 
fact that “refrigeration revolution- 
ized the transportation and storage 
of food products and changed the 
living habits of the nation.” The 
larger part of the report is devoted 
to the study and discussion of the 
economic problems affecting the pro- 
duction and distribution of food, 
clothing, shelter and fuel. ; 

Part of the report, however, dis- 
cusses the problems of the whole- 
saler and the retailer generally, and 
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Distribution 


the hardware merchant in particu- 
lar. Some of the conclusions reached 
by the commission are particularly 
interesting. 


Creating Economies 


“New economies can be brought 
about,” says the report, “through 
the development of greater uniform- 
ity of products, grades, standards 
and containers, together with an im- 
provement in methods of handling 
by agencies in local, primary, and 
terminal markets which will tend to 
create greater certainty on the part 
of the receiver and on the part of the 
producer as to the salability of 
products. With such improvemerts 
the many disagreements can be 
eliminated which develop between 
producers, shippers, and receivers, 
and which are now the cause of a 
lack of mutual confidence, with the 
consequent development of more ef- 
ficient and economic marketing and 
distribution. 

“The standardization of products 
and containers makes possible a wider 
distribution of commodities and so 
tends to extend the market for them. 


Arbitration of Disagreements 


“Economies can be effected and 
wastes can be eliminated through the 
establishment of qualified and au- 
thorized agencies to arbitrate dis- 
agreements between shippers and 
receivers as to value, condition, 
kind, grade, and quantity of com- 
modities. Such agencies may be es- 
tablished either through agreement 
between shippers and receivers to 
set up disinterested boards of arbi- 
tration whose findings can be ac- 
cepted as final, or through the estab- 
lishment of State or Federal agen- 
cies of arbitration authorized by leg- 
islation. 

“Much can be accomplished in the 
direction of economic distribution 
by a more systematic utilization of 
warehouses to absorb. temporary 
surplus and distribute more evenly 
In response to consuming demand. 
There is a tendency toward better 
distribution as warehouses come to 
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The hardware retaile) 


‘s distribution of the 


dollar the consumer pays 


for merchandise 


function as reservoirs to facilitate 
economic distribution and adopt 
methods which diminish opportunity 
for speculation in stored communi- 
ties. 

“There can be developed an eco- 
nomic distribution of essential com- 
modities,” the report continues, 
“when the industrial production of 
the country is based upon a better 
knowledge of the requirements of a 
consumer and a recognition of the 
fact that distributive agents cannot 
function economically except as they 
maintain an even, continuous flow 
of merchandise through the channels 


of distribution. It is the function 
of wholesale and retail distributive 
agencies to make available to the 
consumer all of the essential com- 
modities on an equal basis. Any ef- 
fort on the part of individual manu- 
facturers to dominate the outlets of 
distribution to the disadvantage of 
other manufacturers develops an un- 
economic burden of expense to the 
consumer and leads to an interrup- 
tion of the operation of distribution. 


Reduction of Overhead 


“Wholesalers can reduce the bur- 
den of overhead costs by purchas- 
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ing stocks which can be turned with 
economic frequency. Ther. is a 
growing tendency on the part of 
wholesalers to enter products under 
their own labels into competition 
with the goods of the manufacturers 
they serve. This in a measure de- 
stroys the confidence of the manu- 
facturer and leads to retaliatory ex- 
penditure, which becomes a part of 
the cost of distribution. 

“There is a tendency on the part 
of the manufacturer and wholesaler 
to undertake distribution over larger 
territories than can be intensively 
and economically served. Where too 
extensive distribution has developed, 
accounts become scattered, selling 
costs, advertising, and transporta- 
tion become extravagant and waste- 
ful. When manufacturers and whole- 
salers go beyond a radius of eco- 
nomical distribution, they come into 
competition with an _ increasingly 
large number of other manufacturers 
and wholesalers making similar ef- 
fort to dominate the market, thereby 
creating a duplication of wasteful 
expense that attaches to the cost of 
distribution. 


Improving Retail Conditions 


“Retailers can materially improve 
their situation and reduce the cost 
of distribution through the develop- 
ment of more complete knowledge of 
the requirements of the consumers 
whom they serve. It is the func- 
tion of the retailer to serve as a pur- 
chasing agent for the consumers 
within the community in which he is 
located, and to perform this service 
properly it is necessary for him to 
know the kind and amount of com- 
modities required. Failure to main- 
tain a balance between purchase of 
merchandise and the ability of the 
community to consume creates a 
larger burden of operating costs 
than economic distribution will jus- 
tify.” 

In Chapter Eight of the commis- 
sion’s report the subject of “retail- 
ing” is considered at length. Space 
will permit only the quotation of 
some of the more pertinent passages. 

“When the retailer enters busi- 
ness,” the report states, “he assumes 
the responsibility of performing a 
public function, that of providing 
commodities and services to his 
community, economically and conve- 
niently, and maintaining such en- 
vironment as is necessary and desir- 
able to the consumers who support 
him. If he fails in his responsibility 
and performs only as a distributing 
agent for the manufacturer, he 
ceases to be an economic factor in 
the community which he serves. 

“One of the outstanding defects in 
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retail distribution is the retailer’s 
failure to purchase stock in a man- 
ner that will provide a steady, even 
flow of merchandise to the consumer 
without accumulaton of surplus stock 
which ties up capital and credit and 
adds to his cost of operation. It 
seems probable that the greatest 
factor of waste in distribution is in 
idle merchandise stock on the shelves 
of the retailers and the warehouses 
of the wholesalers. Idle merchan- 
dise accumulates a burden of inter- 
est, insurance, rent, taxes, deprecia- 
tion, shrinkage, and obsolescence, in 
addition to tying up an unnecessary 
amount of capital and credit. When 
this burden is permitted to develop, 
it must be passed along to the con- 
sumer if the retailer is to remain in 
business. ... 

“Slow stock turns sometimes re- 
sult from the retailers purchasing in 
excessive quantities directly from 
the manufacturers, with the purpose 
of security a quantity price, when it 
would be more economical to pur- 
chase more frequently and in smaller 
quantities from a nearby wholesaler. 

“There are occasions,” says the 
report in its chapter on retailing, 
“when consumers feel that the re- 
tailer is not functioning satisfactor- 
ily as a purchasing agent, and there 
develops a disposition to create a 
co-operative buying organization in 
the belief that it would function 
more satisfactorily and economically. 
When proper relations exist between 
the retailer and consumer there is 
neither apparent need nor advantage 
in creating a new agency to perform 
the functions of purchasing agent. 


Support Local Retailers 


“As these facts become more 
clearly understood by consumers 
there should be better support of 
local distributors, and this support 
would naturally be given to the re- 
tailers who function most efficiently 
as purchasing agents, with the grad- 
ual elimination of those retailers 
who merely serve as distributive out- 
lets for the manufacturers. 

On the subject of retail advertis- 
ing the commission emphasizes some 
interesting points. “It is held by 
some authorities,” the report says, 
“that money spent for advertising 
places no burden on consumers be- 
cause the increased volume obtained 
through advertising reduces the ratio 
of total expense to total sales. A 
community can absorb only a lim- 
ited amount of merchandise, and 
where trade is diverted by advertis- 
ing from one store to another it must 
increase the ratio of operating ex- 
penses of one distributor, if the 
ratio of another is decreased. 
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“There is an element of service 
in advertising, by which consumers 
are notified of the presence of goods 
they desire, are reminded of their 
needs, and are educated to the use 
of better materials.” 


Operating Expenses 

Operating expenses are treated 
with more or less detail. For in- 
stance, the report points out that “It 
is obvious that the retailer cannot 
control all of the factors that enter 
into his operating expense. Items of 
taxes, both State and Federal, in- 
surance, ‘workmen’s compensation,’ 
light, heat, water, telephone, collec- 
tions, rent, repairs, depreciation of 
merchandise and equipment, are 
largely uncontrollable expenses. Min- 
imum wage laws and competition 
for competent help tend to make 
wage expense a factor that can only 
be controlled to a degree by increas- 
ing the efficiency of the retail sales 
force, and by the elimination of 
extra services of a luxury nature. In- 
terest on investment and borrowed 
money cease to be an expense bur- 
den when stock turn reaches an ef- 
ficient frequency. 

“One of the outstanding expense 
elements which the retailer is re- 
quired to support results from the 
custom of the consumer of creating 
busy hours in the day, and busy 
days in the week, demanding large 
organization and greater facilities 
than would be necessary if trade 
were more evenly distributed 
throughout the entire day and the 
entire week. Some retailers employ 
extra clerks to come in during the 
periods of peak trading, but extra 
help lacks the acquaintance with 
stock and with customers of the 
store which is required for entirely 
satisfactory service. Retailers add 
to the congestion very often by ad- 
vertising special sales on peak trad- 
ing days.” . 

The report of the commission has 
much valuable information pertinent 
to the hardware trade which space 
does not permit us to quote. It may, 
however, be obtained from the Gov- 
ernment Printing Office at Washing- 
ton, D. C. 


Ives Mfg. Corp. Catalog 


The Ives Mfg. Corp., Bridgeport, 
Conn., is now distributing a catalog de- 
scriptive of its line of Ives toy rail- 
roads and electrical toys. The catalog 


contains twenty-four pages and 1s 
printed on a good quality of paper and 
well illustrated. The effectiveness of 
the booklet is increased by the use of 4 
number of colored illustrations in the 
case of the company’s new electric train 
sets and its power boats and yachts. 
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Coming Hardware Conventions 








AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
oF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 


Oct. 16, 17, 1922. Headquarters, Ho- 
tel Ambassador, T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. TT. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 
Broadway, New York. 

IDAHO RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Boise, Jan. 31, Feb. 1, 2, 1923. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ‘CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1928. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1928. A. M. Cox, secretary, 
822 Dallas County Bank Bldg., Dallas. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver City Audi- 
torium, Denver, Col., Jan. 28, 24, 25, 
19238. W. W. McAllister, secretary- 
treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION. CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 28, 24, 25, 26, 1923. 
J. M. Stone, secretary, Sturgis. 

PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Feb. 7, 8, 9, 1923. E. E. Lucas, 
secretary, Hutton Bldg.,Spokane, Wash. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, The 
Auditorium, Oklahoma City, Okla., 
Jan. 31, Feb. 1, 1923. W. A. Clark, 
secretary-treasurer, 20914 West Main 
Street, Oklahoma City. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 

OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 14, 15, 16, 1923. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, January, 
1923. (Place to be announced later.) 
H. O. Roberts, secretary, 1120 Metro- 
politan Life Bldg., Minneapolis, Minn. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Norfolk, Feb. 7, 
8, 9, 1923. Thomas B. Howell, secre- 
tary, Richmond. 

‘MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Judson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE Asso- 
CIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1923. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

NEW YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Expositions at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 





Unlike other normal ailments 
which are contagious, entailing 
hospital and doctor expense to re- 
move the infection, salesman’s 
itch is acquired through scratch- 
ing and striving. When infected, 
the salesman enjoys enviable abil- 
ity, with its attending rewards. 
The best means of contracting it 
are through the study of the col- 
umns of the trade papers and 
numerous well-written articles on 


ideas 
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ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 13, 14, 15, 16, 1923. A. R. 
Sale, secretary, Mason City. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMNT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. .9, 
20, 21, 1923. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 


HARDWARE ASSOCIATION OF THE 
CAROLINAS CONVENTION. (Place to be 
announced later.) May 9, 10, 11, 12, 
1923. T. W. Dixon, secretary-treas- 
urer, Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923. 
(Dates to be announced later.) L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

‘SOUTHEASTERN RETAIL HARDWARE & 
IMPLEMENT ASSOCIATION CONVENTION, 
covering Tennessee, Alabama, Georgia 
and Florida. (Date and place to be an- 
nounced later.) Walter Harlan, secre- 
tary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 


MINNESOTA RETAIL HARDWARE Asso- 


CIATION CONVENTION. (Date and place 
to be announced later.) H. O. Roberts, 


secretary, 1120 Metropolitan Life 
Building, Minneapolis. 
MISSISSIPPI RETAIL HARDWARE AND 


IMPLEMENT ASSOCIATION CONVENTION. 
(Date and place to be announced later.) 
E. R. Gross, secretary-treasurer, Agri- 
cultural College. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION,Grand Forks, 
February, 1923. C. N, Barnes, secre- 
tary, Grand Forks. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Richmond, Va., 
June, 1923. Herbert P. Sheets, secre- 
tary-treasurer, Argos, Ind. 





Salesman’s Itch 








the subject of salesmanship. in 
combination with an active inter- 
est and participation in the con- 
necting details of your depart- 
ment of the store. 

The symptoms are very pro- 
nounced. They begin with a 
burning desire to obtain the good 
will and respect of customers by 
being rigidly courteous. This is 
followed with an itching and “on 
edge” feeling to make satisfied 
customers with obliging and help- 


ful explanations, and alertness to 
display goods to the best advan- 
tage. A sensation concludes the 
accomplishment of the sale, with 
a swelling pride in having per- 
formed your duty in a manner 
above reproach. 

Once you have acquired sales- 
man’s itch or, in concise English, 
efficient salesmanship, you have 
an ailment of inestimable worth 
from which no surgeon’s knife can 
separate you. 
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Conference Committee Agrees on Tariff Bill 
Senate Rates on Cutlery Schedule Reduced 


designed to give a big impetus to 

American industry and to bring 
in an era of unprecedented prosperity, 
was agreed to last Tuesday by the 
Joint Conference Committee represent- 
irtg the Senate and House. After the 
bill was reported to the House fur the 
concurrence of that body a controversy 
developed over the dye embargo and 
potash duty provisions, resulting in the 
recommittal of the measure with in- 
structions to the conferees to strike 
out both the dye embargo and the 
potash duty. This dispute, which will 
probably be renewed in the Senate, 
may prevent for a few days the prompt 
adoption of the conference report but 
it is still possible that the bill may be 
on its way to the White House for the 
President’s signature by the time this 
copy of HARDWARE AGE reaches its 
readers. 

The revision of the tariff law just 
completed is by far the most compre- 
hensive ever undertaken since the 
foundation of the government, for it 
not only includes a microscopic re- 
adjustment of rates in all the sched- 
ules, but it embodies novel and ad- 
ministrative features never before 
seriously considered, the execution of 
which will be followed with the deepest 
interest not only by industrial man- 
agers in America, but by professional 
economists throughout the civilized 
world. Chief among these is the so- 
called flexible tariff provision under 
which the President, by the scratch of 
a pen, may not only raise or lower tariff 
rates, but shift the dutiable basis from 
foreign to American valuation, a 
change which in the case of many com- 
modities would mean an increase of 
from 50 to 100 per cent in the duties 
to be collected. 


te HE Fordney-McCumber tariff bill, 


WASHINGTON, D. C. 
Sept. 18, 1922. 


By W. L. CROUNSE 


The Chinese Wall protectionists in 
both houses who forced rates on most 
schedules, notably cutlery, to un- 
precedentedly high levels, were com- 
pelled to give way in the Conference 
Committee which reduced practically 
all the maximum duties adopted by the 
Senate on important articles. The 
principle of high protection prevailed, 
however, even in conference, and while 
the conferees clipped off a number of 
points from the cutlery duties, they 
left the schedule so high that, if the 
American manufacturers cannot give 
a good account of themselves under the 
new law, the President will be fully 
justified in exercising his prerogative 
to reduce rates in the interest of dis- 
tributors and consumers, 

Throughout the bill there is ample 
evidence of the conscientious and in- 
telligent manner in which the conférees 
carried through their stupenduous 
task. Believing devoutly in the prin- 
ciple of protection they have also recog- 
nized thé necessity of providing scien- 
tifically adjusted compensatory duties, 
and I believe experience will demon- 
strate that never before has there been 
so accurate a relation between the 
rates on raw materials and finished 
products made therefrom as in the 
Fordney-McCumber measure. 

This splendid result is due in large 
measure to the sleepless vigilance and 
amazing technical equipment of John 
Walker, chief of the Congressional 
Drafting Bureau, who for nearly two 
years has acted as wet nurse to the 
Fordney-McCumber baby. Walker has 
literally carried the bill to bed with 
him every night and during his wak- 
ing hours it has been constantly before 
him. 

Throughout the debates in the House 
Walker sat at Fordney’s right elbow 


and when the measure reached the 
Senate he shifted to McCumber’s left 
elbow. If it shall develop that the 
dotting of an “i” or the crossing of a 
“t” is missing from the bill as it goes 
to the statute books, Walker’s grief 
will be genuine and unassuagable. 


Great Interest In Cutlery Schedule 


It is astonishing how much interest 
has been aroused in the cutlery sched- 
ule of the new bill even beyond the con- 
fines of the industry itself or the trade 
which distributes its products. This is 
in part due, of course, to the very high 
rates adopted by the Senate which 
established new records and which in 
many quarters is regarded as destined 
to prove a test of the soundness of the 
high protective principle. 

The Conference Committee  ap- 
proached this schedule with a determi- 
nation to give the industry all the 
tariff protection it needed but convinced 
that the Senate rates were somewhat 
too high. Taking up Paragraph 354, 
for example, the conferees whittled 
down practically every Senate maxi- 
mum, although the duties as finally 
agreed to are far and away above the 
House rates. The following is the text 
of this paragraph as adopted in which 
I have incorporated in parentheses the 
rates fixed by the Senate but reduced 
by the Conference Committee: 


Duties On Pocket Cutlery 


“Par. 354. Penknives, pocket- 
knives, clasp’ knives, pruning 
knives, pudding’ knives, erasers, 
manicure knives, and al] knives by 
whatever name known, including 
such as are denominatively met 
tioned in this Act, which have fold- 
ing or other than fixed blades oF 
attachments, valued at not more 
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than'40 cents per dozen, 1 cent each 
(Senate 2 cents) and 50 per centum 
ad valorem (Senate 60 per centum) ; 
valued at more than 40 and not more 
than 50 cents per dozen, 5 cents each 
and 50 per centum ad valorem (Sen- 
ate 60 per centum); valued at more 
than 50 cents and not more than 
$1.25 per dozen, 11 cents each (Sen- 
ate 12 cents) and 55 per centum ad 
valorem (Senate 60 per centum); 
valued at more than $1.25 and not 
more than $3 per dozen, 18 cents 
each (Senate 20 cents) and 55 per 
centum ad valorem (Senate 60 per 
centum); valued at more than $3 
and not more than $6 per dozen, 25 
cents each (Senate 30 cents) and 50 
per centum ad valorem (Senate 60 
per centum); valued at more than 
$6 per dozen, 35 cents each (Senate 
40 cents) and 55 per centum ad 
valorem (Senate 60 per centum); 
blades, handles, or other parts of 
any of the foregoing knives or 
erasers shall be dutiable at not less 
than the rate herein imposed upon 
knives and erasers valued at more 
than 5) cents and not exceeding 
$1.25 per dozen; cuticle knives, corn 
knives, nail files, tweezers, hand 
forceps, and parts thereof, finished 
or unfinished, by whatever name 
known, 60 per centum ad valorem: 
Provided, That any of the foregoing, 
if imported in the condition of as- 
sembled, but not fully finished, shall 
be dutiable at not less than the rate 
of duty herein imposed upon fully 
finished articles of the same ma- 
terial and quality, but not less in 
any case than 15 cents each and 55 
per centum ad valorem (Senate 60 
per centum): Provided further, 
That all the articles specified in this 
paragraph, when imported, shall 
have the name of the maker or pur- 
chaser and beneath the same the 
name of the country of origin die 
sunk conspicuously and indelibly on 
the shank or tang of at least one or, 
if practicable, each and every blade 
thereof.” 


Table Cutlery Also Pared Down 
Table and miscellaneous cutlery as 
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20 cents); with handles of hard 
rubber, solid bone, celluloid, or any 
pyroxylin, casein, or similar ma- 
terial, 8 cents each (Senate 10 
cents); with handles of any other 
material, if less than four inches in 
length, exclusive of handle, 2 cents 
each; if four inches in length or 
over, exclusive of handle, 8 cents 
each (Senate 10 cents) ; and in addi- 
tion thereto, on all of the foregoing, 
45 per centum ad valorem; any of 
the foregoing without handles, with 
blades less than six inches in length, 
2 cents each and 45 per centum ad 
valorem; with blades six inches or 
more in length, 8 cents each (Senate 
10 cents) and 45 per centum ad 
valorem: Provided, That all articles 
specified in this paragraph, when 
imported, shall have the name of the 
maker or purchaser and beneath the 
same the name of the country of 
origin die sunk legibly and indelibly 
upon the blade in a place that shall 
not be covered.” 


Machine Knives Heavily Cut 


Paragraph 356 covering machinery 
knives of all kinds was severely pruned, 
the Conference Committee cutting the 
Senate rate of 35 per centum ad 
valorem to 20 per centum. This para- 
graph as adopted is as follows: 


“Par. 356. Planing -' machine 
knives, tannery and leather knives, 
tobacco knives, paper and pulp mill 
knives, roll bars, bed plates, and all 
other stock-treating parts for pulp 
and paper machinery, shear blades, 
circular cloth cutters, circular cork 
cutters, circular cigarette cutters, 
meat-slicing cutters, and all other 
cutting knives and blades used in 
power or hand machines, 20 per 
centum ad valorem.” 

The Conference Committee also re- 
duced the rates on Paragraph 357 
covering all kinds of scissors, shears, 
etc., and adopted a drastic marking 
provision framed by the Senate. This 
paragraph as finally written into the 
bill by the conferees reads as follows: 

“Par. 357. Nail, barbers’, and 
animal clippers, pruning and sheep 


covered by Paragraph 355 was also re- 
duced, although the cuts were not so 
heavy for the reason that the rates 
originally fixed by the Senate were 
proportionately lower than those on 
pocket cutlery, etc. This paragraph 
as adopted reads as follows: 

“Par. 355. Table, butchers’, carv- 
ing, cooks’, hunting, kitchen, bread, 
cake, pie, slicing, cigar, butter, 
vegetable, fruit, cheese, canning, 
fish, carpenters’ bench, curriers’, 
drawing, farriers’, fleshing, hay, 
sugar-beet, “beet-topping, tanners’, 
plumbers’, painters’, palette, artists’, 
shoe, and similar knives, forks, and 
steels, and cleavers, all the fore- 
going, finished or unfinished, not 
specially provided for, with handles 
of mother-of-pearl, shell, ivory, deer, 
or other animal horn, silver, or other 
metal than aluminum, nickel silver, 
Iron or steel, 16 cents each (Senate 


shears, and all scissors and other 
shears, and blades for the same, 
finished or unfinished, valued at not 
more than 50 cents per dozen, 3% 
cents each (Senate 4 cents) and 45 
per centum ad valorem; valued at 
more than 50 cents and not more 
than $1.75 per dozen, 15 cents each 
(Senate 20 cents) and 45 per centum 
ad valorem; valued at more than 
$1.75 per dozen, 20 cents each and 
45 per centum ad valorem: Pro- 
vided, That all articles specified in 
this paragraph, when imported, 
shall have die sunk conspicuously 
and indelibly, the name of the maker 
or purchaser and beneath the same 
the name of the country of origin, 
to be placed on the outside of the 
blade, between the screw or rivet 
and the handle of scissors and 
shears (except pruning and sheep 
shears), and on the blade or handle 
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of pruning and sheep shears and 
clippers.” 


Shaving the Razor Schedule 


In dealing with the provision cover- 
ing razors the conferees accepted the 
Senate rates on safety razors and parts 
but lowered practically all the rates on 
straight razors and parts. This para- 
graph as adopted is as follows: 

“Par. 358. Safety razors, and 
safety-razor handles and frames, 10 
cents each and 30 per centum ad 
valorem; razors and parts thereof, 
finished or unfinished, valued at less 
than 75 cents per dozen, 18 cents 
each (Senate 20 cents); valued at 
75 cents and less than $1.50 per 
dozen, 25 cents each (Senate 30 
cents) ; valued at $1.50 and less than 
$3 per dozen, 30 cents each (Senate 
35 cents) ; valued at $3 and less than 
$4 per dozen, 35 cents each (Senate 
40 cents); valued at $4 or more per 
dozen, 45 cents each (Senate 50 
cents); and in addition thereto, on 
all of the foregoing, 45 per centum 
ad valorem (Senate 50 per centum) : 
Provided, That finished or unfinished 
blades for safety razors shall pay a 
duty of 1 cent each and 30 per 
centum ad valorem: Provided fur- 
ther, That all articles specified in 
this paragraph, when imported, 
shall have the name of the maker or 
purchaser and beneath the same the 
name of the country of origin die 
sunk conspicuously and indelibly on 
the blade or shank or tang of each 
and every blade and on safety 
razors and parts thereof.” 
Opponents of the protective principle 

in and out of Congress continue to 
criticise the cutlery rates but they are 
warmly defended by the majority lead- 
ers of both House and Senate. Chair- 
man Fordney of the Ways and Means 
Committee is especially emphatic in his 
declaration that these rates are not 
only fully justified by existing condi- 
tions but are rendered absolutely 
necessary by the industrial situation 
now prevailing in Germany and the 
demoralized condition of exchange. Mr. 
Fordney also points out that while the 
rates of the Senate bill on the cutlery 
schedule, and even those adopted by 
the Conference Committee, may seem 
high as compared with the rates 
originally fixed by the House the fact 
must be borne in mind that the House 
duties were calculated on the American 
valuation basis while those of the Sen- 
ate and Conference Committee were 
based on foreign values. 


Chief Items of Metal Schedule 


Following are the rates on the prin- 
cipal items of the metal schedule out- 
side of cutlery, etc.: 

Pig iron, 75 cents a ton. 

Steel wire, % to 1% cents a pound. 

Steel rails, one-tenth cent a pound. 

Steel wool, 10 cents a pound and 30 
per cent. 

Horseshoes, one-fifth cent a pound. 

Nails, exceeding 2 inches in length, 
four-tenths cent a pound; less than 2 
inches in length, 15 per cent. 
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Table, household and hospital uten- 
sils, and hollow or flat ware of iron and 
steel and enameled or glazed with 
vitreous glasses, 5 cents a pound and 
30 per cent; composed of aluminum, 11 
cents a pound and 55 per cent; of cop- 
per, brass or other base metal, 40 per 
cent. 

Hair, safety, hat and other pins of 
brass, copper or other base metal, 35 
per cent. 

Fountain pens, 72 cents a dozen and 
40 per cent. 

Shotguns and rifles, from $1.50 each 
and 45 per cent to $10 each and 45 
per cent. 

Pistols, from $1.25 each and 55 per 
cent to $3.50 each and 55 per cent. 

Automobiles and motorcycles and 
parts, 25 per cent; airplanes, hydro- 
planes, motorboats and parts, 30 per 
cent. 

Bicycles, 30 per cent. 

Sewing machines, from 15 per cent 
to 30 per cent. 

Cash registers, 25 per cent. 

Cream separators, valued above $50, 
25 per cent. 

Shovels, scythes and sickles, 30 per 
cent. 

Aluminum, crude, 5 cents a pound. 

Lead bullion, 2% cents a pound. 

Zine in blocks or pigs, 1% cents a 
pound; in sheets, 2 cents a pound. 

Magnesite, crude, 5/16 cent a pound; 
caustic calcined, % cent a pound; dead- 
burned and grain, 23-40 cents a pound. 


Drastic Marking Provision 


In no previous tariff revision has 
greater care been exercised in framing 
a marking provision to show the coun- 
try of origin than in the Fordney-Mc- 
Cumber bill. Not only are the require- 
ments definite and specific, but heavy 
penalties for violation of this feature 
of the law are provided. Following is 
the text of this important provision: 

“Sec. 304. (a) That every article 
imported into the United States, 
which is capable of being marked, 
stamped, branded, or labeled, with- 
out injury, at the time of its manu- 
facture or production, shall be 
marked, stamped, branded, or label- 

ed, in legible English words, in a 

conspicuous place that shall not be 

covered or obscured by any subse- 
quent attachments or arrangements, 
so as to indicate the country of 
origin. Said marking, stamping, 
branding, or labeling shall be as 
nearly indelible and permanent as 
the nature of the article will permit. 
Any such article held in customs 
custody shall not be delivered until 
so marked, stamped, branded, or 
labeled, and until every such article 
of the importation which shall have 
been released from customs custody 
not so marked, stamped, branded, or 
labeled, shall be marked, stamped, 
branded, or labeled, in accordance 
with such rules and regulations as 
the Secretary of the Treasury may 
prescribe. Unless the article is ex- 
ported under customs supervision, 
there shall be levied, collected, and 
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paid upon every such article which 
at the time of importation is not so 
marked, stamped, branded, or label- 
ed, in addition to the regular duty 
imposed by law on such article, a 
duty of 10 per centum of the ap- 
praised value thereof, or if such 
article is free of duty there shall be 
levied, collected, and paid upon such 
article a duty of 10 per centum of 
the appraised value thereof. 


Package Also To Be Marked 


“Every package containing any 
imported article, or articles, shall be 
marked, stamped, branded, or label- 
ed, in legible English words, so as 
to indicate clearly the country of 
origin. Any such package held in 
customs custody shall not be de- 
livered unless so marked, stamped, 
branded, or labeled, and until every 
package of the importation which 
shall have been released from cus- 
toms custody not so marked, 
stamped, branded, or labeled shall 
be marked, stamped, branded, or 
labeled, in accordance with such 
rules and regulations as the Secre- 
tary of the Treasury may prescribe. 

“The Secretary of the Treasury 
shall prescribe the necessary rules 
and regulations to carry out: the 
foregoing provisions. 

“(b) If any person shall fraudu- 
dently violate any of the provisions 
of this Act relating to the marking, 
stamping, branding, or labeling of 
any imported articles or packages or 
shall fraudulently deface, destroy, 
remove, alter, or obliterate any such 
marks, stamps, brands, or labels 
with intent to conceal the informa- 
tion given by or contained in such 
marks, stamps, brands, or labels, he 
shall upon conviction be fined in any 
sum not exceeding $5,000, or be im- 
prisoned for any time not exceeding 
one year, or both.” 


Flexible Tariff Provision 


The most important innovation in the 
bill as it becomes a law is the so-called 
flexible tariff provision which gives the 
President absolutely autocratic powers 
to protect American industry both by 
increasing rates of duty and by chang- 
ing the basis of invoice valuation. The 
chief features of this provision are as 
follows: 

“Sec. 315. (a) That in order to 
regulate the foreign commerce of 
the United States and to put into 
force and effect the policy of the 
Congress by this Act intended, when- 
ever the President, upon investiga- 
tion of the differences in costs of 
production of articles wholly or in 
part the growth or product of the 
United States and of like or similar 
articles wholly or in part. the growth 
or product of competing foreign 
countries, shall find it thereby shown 
that the duties fixed in this Act do 
not equalize the said differences in 
costs of production in the United 
States and the principal competing 
country he shall, by such investi- 
gation, ascertain said differences 


September 21, 1992 


and determine and proclaim the 
changes in classifications or jp. 
creases or decreases in any rate of 
duty provided in this Act shown by 
said ascertained differences in such 
costs of production necessary to 
equalize the same. Thirty days after 
the date of such proclamation or 
proclamations such changes in 
classification shall take effect, and 
such increased or decreased duties 
shall be levied, collected, and paid 
on such articles when imported from 
any foreign country into the United 
States or into any of its possessions 
(except the Philippine Islands, the 
Virgin Islands, and the Islands of 
Guam and Tutuila) : Provided, That 
the total increase or decrease of such 
rates of duty shall not exceed 50 
per centum of the rates specified in 
Title I of this Act, or in any 
amendatory Act. 


Must Equalize Costs of Production 


“(b) That in order to regulate the 
foreign commerce of the United 
States and to put into force and 
effect the policy of the Congress by 
this Act intended, whenever the 
President, upon investigation of the 
differences in costs of production of 
articles provided for in Title I of 
this Act, wholly or in part the 
growth or product of the United 
States and of like or similar articles 
wholly or in part the growth 
or product of competing  for- 
eign countries, shall find it thereby 
shown that the duties prescribed in 
this Act do not equalize said differ- 
ences, and shall further find it 
thereby shown that the said differ- 
ences in costs of production in the 
United States and the principal 
competing country can not be equal- 
ized by proceeding under the pro- 
visions of subdivision (a) of this 
section, he shall make such findings 
public, together with a description 
of the articles to which they apply, 
in such detail as may be necessary 
for the guidance of appraising offi- 
cers. In such cases and upon the 
proclamation by the President be- 
coming effective the ad valorem duty 
or duty based in whole or in part 
upon the value of the imported 
article in the country of exportation 
shall thereafter be based upon the 
American selling price, as defined in 
subdivision (f) of section 402 of this 
Act, of any similar competitive 
article manufactured or produced 
in the United States embraced with- 
in the class or kind of imported 
articles upon which the President 
has made a proclamation under sub- 
division (b) of this section. 


Decreases Limited to Fifty Per Cent 


“The ad valorem rate or rates of 
duty based upon such American sell- 
ing price shall be the rate found, 
upon said investigation by the 
President, to be shown by the said 
differences in costs of production 
necessary to equalize such differ- 

(Continued on page 80) 
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REPORTS 





WEEKLY MARKET SUMMARY 


Prices Still Advancing—Retail Orders Increasing— 


Deliveries Slow 


HOLESALE hardware prices will not be lower for some time 
to come, according to jobbers and manufacturers interviewed 


during the past week by market reporters in different sections of 
the country. Prices are still advancing. A number of changes were 
announced during the past week, and jobbers express the opinion 
that more may be expected in the near future. 

Jobbers have received 1923 prices on farming tools, ice cream 


freezers and lawn mowers. 


They announce that 1923 prices are 


practically the same as 1922 quotations. 
Retail buying is increasing, and it is said that retailers are 


ordering in larger quantities. 


Collections are better. Business in 


both agricultural and industrial centers is materially improving. 
Deliveries in certain sections, especially in the West, are somewhat 


hampered by freight car shortages. 


Staple articles are particularly in demand and shortages are 
reported in builders’ hardware, nails, cider presses and certain lines 


of tools. 


Price |S Re snrnen prices on a number of items 
News featured the local market again last 
week. 


Local jobbers have received 1923 prices 
on steel goods. Some state that 1923 quotations are 5 per 
cent lower than the 1922 prices. - Others announce that 
prices for next year are practically unchanged. 

Ice cream freezer prices for 1923 have also been re- 
ceived by local jobbers, and it is said that next year’s 
prices are the same as 1922 quotations. 

Copper burrs have been advanced 5 per cent. 

Fence staples, ribbon wire and picture wire have been 
advanced approximately 10 per cent. 

Jack screws have been advanced 10 per cent. 

Wire nails have been advanced by some interests in the 
local market 25c. base, per keg. 


Stock 
Conditions 


OBBERS are somewhat apprehensive 

that the shortage of coal and freight 
cars will cause a temporary scarcity of mer- 
chandise. The freight embargo placed on 
everything but food and fuel by some of the eastern rail- 
roads will undoubtedly affect the local hardware market if 
it is continued for any length of time. Wholesale stocks 
in New York are ample to supply the current demand. 
Retail buying is increasing, and orders are heavier. 





Axes and Hatchets.—Although local 
jobbers have substantial stocks there 
are rumors that shortages may de- 
velop. Quotations are being made sub- 
ject to prices on daily shipments. 


$ 
doz, net. 


shingling, No. 1, 
2, $19.40 per doz. 


Ordinary grade handled axes, 3 to 4 
Ib., $13.25 per doz. net; 3% to 4% lb., 
$13.75 per doz. net; 4 to 5 Ib., $14.25 
ber doz. net; 4% to 5% Ib., $14.75 per 
nary net; 5% Ib. solid, $15.50 per doz. 


NEW YORK 


15.50 per doz. net; 4 to 5 Ib., $16 per 


Hatchets, full polished half and 
$18.80 per doz.; No. 
Bolts and Nuts.—Buying is reported 
to be more active, prices are stiff, and 
stocks are apparently ample. 
Jobbers’ quotations, f.o.b. New York: 
Square nuts, 4-in., 16c. per Ib.; 5/16- 
in., 15c, per Ib.; %-in., 13c, per Ib.; 
7/16-in., 12c. per Ib.; 





Wire nails, cider presses, builders’ hardware and cer- 
tain brands of tools are reported to be the most outstand- 
ing shortages at the present time, according to advices 
received 


Market | ied jobbers in the local market regard 
Movements the present advancing price trend as a 

temporary fluctuation. In discussing the 

situation they point out that the cost of 
basic raw materials has advanced; that there is a fuel 
shortage and that there will possibly be a freight conges- 
tion. The fact that retail stocks are low, is also stressed. 
All of these conditions, jobbers believe, militate against 
any price recession for at least several months. 

Strong buying is expected to continue in a firm market, 
it is said, until probably April or May of next year. In 
reading this statement it should be borne in mind, how- 
ever, that this is not a prediction but simply a report of 
what is perhaps the consensus of opinion among local 
jobbers and manufacturers’ representatives. 

It is perhaps also significant that retail buying is grow- 
ing more active, and that the quantity “of goods being 
ordered is larger than it has been for some time. Fall 
buying opened somewhat early this year, and the volume 
of business that has been transacted to date, is said, to 
be surprisingly large. 






Lag screws, 40 to 40 and 5 per cent. 

Semi-finished hexagon bolts, 9/16 
and smaller, 70 per cent; larger and 
thicker, 65 per cent. 

Tinners’ rivets, 60 per cent to 50 
and 10 per cent. 

Hexagon machine screw nuts, iron, 
40 per cent to 45 per cent; brass, 4/32 
and 14/20, 75 per cent from new list. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per eent. 

Iron rivets, 50 and 10 to 60 per 
%-in., lle. per cent. Solid copper rivets, 45 per cent. 


Jobbers’ quotations, f.o.b. New York: a - 10c. per Ib.; %-in., 9c. _ Lock worhers, 3/16 . Ve in. z= ane 
Flint edge Rockaway pattern axes, Common carriage bolts in 2 per cent; § to % in., 50, 10 and 
3 to 4 Ib., $15.25 per doz. net; 3% to and smaller, 30 to 35 and B het an S per cont; 11/16 to 1 in, 1 and & 


4% \b., $15.75 per doz. net; 4 to 5 Ib., 


$16.25 per doz, net. cent. 
Connecticut pattern axes, 3 to 3% 
Ib., $15 per doz. net; 8% to 4 Ib., 





larger and thicker, 30 to 35 and 5 per 


Machine bolts, % x 4 and smaller, 
40 to 40 and 5 per cent. 


per cent. 


Bright Wire Goods.—New quotations 
were given out last week as follows: 
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Jobbers’ quotations, f.o.b. New York. 

gright wire goods, steel 80, 10 and 
10 per cent; brass, 80 and 10 per 
cent; galvanized 80 per cent. 


Buck Saws.—Out of town interest is 
said to be vigorous. Stocks are ade- 
quate, and prices firm. 


Jobbers’ quotations, f.0.b. New York. 

Buck saws, both plain and Cham- 
pion tooth, $12,90 per doz, 

Buck Saw Blades.—30-in. set and 
sharpened, 1 doz. in package, regular 
tooth blades, $4.45 per doz. to $9.45 
per doz. Champion tooth blades, 
$10.05 per doz 

Saw Bucks.— Folding saw _ buck, 
hard wood, made with roller, $5.40 to 
$7.50 per doz. 


Cider and Fruit Presses.—Wholesale 
stocks are broken. The demand is still 
very active. Prices are firm. 

Jobbers’ quotations, f.o.b. New York: 

Cider Presses.—8% x 10 in. tub, 
l-in, screw, weight 50 Ib., $6.25 each; 
10% x 12 in. tub, 1%-in. screw, 
weight 70 Ib., $7.35 each; 11% 
in. tub, 14%-in. screw, weight § 
$9.45 each; 13 x 14-in. tub, 
screw, weight 125 Ib., $12.25 
berry crusher, weight 20 Ib., 
each, 

Fruit presses, 3-qt., with heavy tin 
perforated insert, $3.40 each; 6-qt., 
$4 to $4.25 each; 12-qt., $5.50 to $5.85 
each, 


each; 
$6.15 


Cutlery.— Jobbers report a_ fairly 
good volume of business for pocket 
knives and kitchen knives. Manufact- 
urers’ representatives say that they ex- 
pect a good business this year in kitchen 
knives, carving sets, pocket knives and 
specialties for the holiday trade. 


Drapery Hardware.—Good interest is 
reported for such items as curtain rods, 
pole rings, and drapery hooks. Prices 
are firm and stocks ample. 

Jobbers’ quotations, f.o.b. New York: 
Curtain Rods.—lIron, brass plated, 
12-ft. lengths, %-in., 2%c. per ft.; 

% , 4c. per ft. Extension Rods. 

—3/16-in, brass tube, solid inner 

extends from 23 to 42-in., 38c. 
doz. extension Rods.—\-in. 
brass tubes, brass ends, extends from 

24 to 44-in., 95¢e. per doz. 

Curtain Poles.—Mahogany and oak 
oe $3.50 per 100 ft.; 1%-in., $5 per 
he 


Curtain Pole Sets. 
pr. of ends, 
rings, 1-in., 
per doz 


Consisting of 1 
1 pr. of brackets and 10 
mahogany finish, $3.85 
: 1%-in., mahogany 
finish, $3.2: r doz. sets.; 1l-in. oak 
finish, $3.85 Zz. Sets; 1%-in. oak 
finish, $3.25 per doz, sets; 1-in. white 
enamel finish, $6.40 per doz, sets.; 1%- 
in. white enamel finish, $6.40 per 
doz, sets. 

Pole 
plated, 


Rings 
1%-in., 


brass 
1%-in., 
Rings, 


Polished steel 
$2c. per doz.; 
36c. per doz. Wooden Pole 
with screw eyes, mahogany, 1\%-in., 
3130 per 100; 1%-in. mahogany, $1.40 
per 100; 14-in. oak, $1.30 per 100, and 
1%-in., $1.40 per 100. List +40, 

Pole Ends.—Polished brass, for 
l-in. pole, $2.50 per doz.; for 1%-in. 
pole, $2.75 per doz. 

Pole Brackets.—Steel brass plated, 
1-in. pole, 48c. per doz.; 1%-in. pole, 
48c. per doz, - 

Drapery Hooks. 
plated, 48c, per doz. 
per doz, 


Metal, steel 
Solid brass, 89c. 


Galvanized Pails.— More attention 
was given this item last week accord- 
ing to jobbers. Stocks are adequate. 


Jobbers’ quotations, f.0.b, New York: 

Light galvanized pails, 8-qt., $2.37 
per doz ; 10-qt., $2.59 per doz.; 12-qt., 
$2.75 per doz.; 14-qt., $3.14 per doz.; 
16-qt., $3.80 per doz. 

Heavy galvanized pails, 12-gqt., 
$3.69 per doz.; 14-qt., $4.18 per doz.: 
16-qt., $5.06 per doz. 
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Hammers.—The demand for tools of 
all kinds is very active. Prices are 
firm and stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Claw hammers, No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ hammers, 8-o0z., $8 per 
doz.; 12-o0z., $12 per doz.; 16-o0z., $8.20 
per doz.; 20-oz., $9 per doz, 


Linseed Oil.—Prices are unchanged. 
The market is somewhat dull, and 
stocks are plentiful. 


Jobbers’ quotations, f.o.b. New York. 

Linseed oil in lots of less than 5 
bbl., 94c. per gal, in lots of 5 bbl. or 
more, 91c. per gal. Boiled oil is 2c. 
extra, double boiled oil is 3c. extra 
per gal and oil in half bbl. 5c. per 
gal, additional. 


Nails.—Some interests advanced prices 
on wire nails 25c. per keg last week. 
The market has a speculative tone. The 
demand is very active, and stocks are 
none too plentiful. 


Jobbers’ quotation, f.0.b. New York: 

Wire nails, $3.35 to $3.75 base per 
keg. Blued wire nails, 3d fine, $5.35 
net per keg. Cut nails, $4.10 base per 
keg. Coated nails, $3.25 to $4 base 
per keg. 

Wire nails and brads in small lots, 
75 and 10 per cent off list. 

Roofing nails, 1 x 12, per 100 Ib., 
$6.70 for galvanized, and $4.95 plain. 

Wholesale prices vary in different 
parts of the city. 


One and Two Man Saws.—Out of 
town retailers are showing keen inter- 
est in these items. Stocks are fair and 
prices firm. 


Jobbers’ quotations, f.0.b. New York: 

One-man saws, 72c. per ft. Two- 
man saws, 6c. per ft. Two-man nar- 
row saws, 40c. per ft. 


Roofing Paper.—The demand is 
steady, prices are stiff and stocks gen- 
erally fair. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, $1.17 per 
roll; 45-lb. roll, $1.45 per rool; 55-Ilb. 
roll, $1.75 per roll. 

Hard felt, 60-lb. standard roll, $1.80 
per roll; red sheathing paper, 36-in. 
wide, 500 sq. ft. in a roll, 20-lb. roll, 
68ce. per roll, and 30-lb. roll, $1 per 
roll. 


Rope and Twine.—Price advances are 
considered likely in the near future, ac- 


cording to local jobbers. The present 
demand is fair and stocks are said to 
be normal. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 
19\%c. per Hardware grade, l6c. 
per lb. Sisal, No. 1 grade, 1l5c. per 
lb.; sisal, No. 2 grade, 13c. per lb. 
Bolt rope, 22c. per Ib. 

Lath yarn, 18c. to 15¢c. per Ib. Jute 
wrapping twine, 20%c. to 25%c. per 
Ib. India hemp twine, No. 6, 16c. to 
18c. per Ib. 


Rubbish Burners.—Interest continues 
to improve; prices are firm and stocks 
ample. 


Jokbers’ quotations, f.o.b. New York: 

Galvanized wire rubbish burners, 
with heavy iron supports, dipped in 
asphaltum, 20-in. high, 14-in. diam- 
eter, weight 11 Ib., $30 per doz.; 24- 
in. high, 15-in. diameter, weight 16 
Ib., $386 per doz.; 30-in. high, 18-in. 
diameter, weight 22 Ib., $54 per doz.; 
35-in. high, 30-in. diameter, weight 
35 Ib., $72 per doz. All less 5 per cent 
discount. 


Sash Cord.—The demand is strong; 
stocks fair and prices firm. 
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Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 39%c,. to 42¢, 
base per Ib. 

Prices vary according to grade, and 
differ also in different sections of the 
city. 


Sash Weights.—Moderate interest is 
reported, prices are stiffening and 
stocks are said to be in fairly good con- 
dition. 


Jobbers’ quotations, f.o.b. New York: 

Sash weights, $3.15 per 109 lb. from 
New York stock. $2.90 per 100 lb. 
from factory. 


Screws.—More interest was mani- 
fested in this line last week following 
the 10 per cent advance. Stocks are 
said to be adequate. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head, 75 and 
h per cent; brass, flat head, 72% and 
5 per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine _ screws, 
stove, iron, flat and round, No. 2 and 
No. 3, 69-10-10 per cent; No. 4 and 
larger, 70-10-5 per cent; fillister, No. 
2 end No. 3, 55-10-5 per cent; No. 
and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 
55-10-5 per cent; No. 2 and No. 3, 
50-10-10 per cent; No. 4 and larger, 
55-10-5 per cent. 

Some jobbers quote an extra on 
wood screws of 20 and 5 per cent 

Cap screws, 70 and 10 per cent: set 
screws, 70 per cent. 


Stove Pipe.—Out of town bvying is 
said to be strong. Stocks are ample 
and prices are stiff. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 
$1.55 to $1.75 per doz. lengths net; 5- 
in., $1.75 to $1.95 per doz. lengths net; 
5Y%-in., $2 to $2.25 per doz. lengths 
net; 6-in., $2.25 to $2.50 per doz. 
lengths net. 


Snow Shovels.—Rumors of price ad- 
vances on shovels and scoops were heard 
in the market last week. Stocks are 
good, and jobbers report that a number 
of orders have been received for early 
shipment. 


Jobbers’ quotations, f.0.b. New York: 

Galvanized steel snow _ shovels, 
ribbed steel blade, 7% x 10-in., ash 
D handle, $1.50 per doz. Same, ribbed 
steel blade, 21 x 16-in., reinforced 
back, D handle, $11.50 per doz. Same, 
spring steel blade, 16 x _  18-in., 
japanned D handle, $9.85 per doz. 


Sleds.—Some orders have already 
been received, jobbers report. Prices 
are firm and stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Sleds.—List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each. Junior Racer, $5 
each; Racer, $675 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
33% per cent; f.o.b. factory, 35 per 
cent. 

List Prices.—Fire Fly, No. 9, $2.30 
each; No. 10. $2.75 each; No. 11, $3.40 
—_ No, 12, $3.75 each: Racer, $4 
each. 

Discounts.—From New York stock, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Window Glass.—The higher grade 
glass is somewhat quiet; the cheaper 
grades fairly active. Stocks are light, 
and price advances are rumored. 


Jobbers’ quctations, f.o.b. New York: 
A single, 84 per cent; B single, 86 
per cent: A double, 85 per cent: B 
oe 88 per cent. List of March 1, 
” 
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Office of HARDWARE AGE, 
15.5 Otis Building, 
Chicago, Ill., Sept. 16. 
HE excessive heat has had a cer- 
TP effect on general business of 
this territory, but it cannot be 
stated truthfully that any weather con- 
ditions have hampered the hardware 
business, looking at it from the whole- 
salers’ viewpoint. Distributors in this 
territory are exceptionally busy at this 
time. Fall goods are moving out in 
large volume and the sudden change in 
the weather has brought in a great 
many hurry up calls for merchandise. 

The dominating note of the entire 
hardware market is the increasing cost 
of merchandise. The last three weeks 
have seen substantial increases in many 
lines. It had been felt for some time 
that higher prices were not unlikely, 
but it has been only within the last few 
weeks that they have actually material- 
ized. 

Merchants are viewing with satisfac- 
tion the opening of more furnaces at 
the mills and the increase in production 
of iron and steel products. This will 
relieve, what might have been a very 
serious condition of shortages in large 
lines. ‘Steel has been quoted at the 
highest figure in years and trading is on 
a fairly liberal scale. Coal production 
is beginning to reach a satisfactory 
level, and all eyes seem to be turned 
toward a gradual recovery of trade. 

Rail loadings are high and the rail- 
roads are still forced to handle freight 
at considerable disadvantage. Shippers 
are finding it very hard to locate lost 
cars and while a good per centage of 
them are making runs on time, there 
has been enough congestion to incon- 
venience the large shippers in this terri- 
tory. 

While some of the fall crops are not 
going to be as large as expected, it is 
felt that the returns in point of volume 
will be satisfactory. There is, how- 
ever, one factor that makes future buy- 
ing conditions a little uncertain and 
that is, the large spread between high 
priced merchandise and low price farm 
products. 

There seems to be nothing that war- 
rants lower wholesale prices for some 
time to come. Wholesalers are basing 
their selling prices on what they have 
to pay for the goods from the factories 
and mills and these prices have been 
continually increasing. On the other 
hand there does not seem to be much 
hope of higher prices on farm products 
which would help bring the farmers’ 
income up to purchasing par. 

It is to be hoped that the spread be- 
tween produce and merchandise will 
not keep on widening and result in the 
farmer being forced to go on another 
buying strike. In the meantime, how- 
ever, the demand from all sections, 
which is felt in this center, continues to 
show no signs of abating. Merchants 
are buying liberally, believing that the 
market will stay at a high level and 
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are putting in enough stock to keep 
their assortments in first class shape. 
Due to some shortages in various lines, 
slow transportation and the very good 
trade at this time of year, general busi- 
ness has been most satisfactory. There 
are many who believe that all signs 
point towards a very good fall, 


Alarm Clocks.—Sales are nicely 
ahead of last year and some of the 
principal clock companies predict a 
shortage of goods this fall. 


We qucte from jobbers’ stocks, f.o.b. 
Chicago: America, $11.40 in doz. lots, 
$11.04 in case lots; Blue Bird, $13.20 
in doz. lots, $12.84 in case lots; Black 
Bird, $18.96 in doz. lots, $18 36 in case 
lots; Bunkie, $20.88 in doz. lots, $20.16 
in case lots; Lookout, $13.20 in doz. 
lots, $12.84 in case lots; Sleepmeter, 
$15.12 in doz. lots, $14.64 in case lots. 


Ammunition.—Current demands for 
shells and cartridges are heavier at this 
season of the year than recorded dur- 
ing the last five or six years. Fall de- 
mand will start shortly and stocks are 
being built up to avoid lost sales on ac- 
count of slow 1ail deliveries. This year’s 
business has been a handsome gain. 


Automobile Accessories.—Sales have 
slowed down somewhat during the past 
week, but are all that could be expected 
at this season of the year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 
each; lots of 10, $2.25 each; twin- 
cylinder foot pumps, $1.35 each; doz 
lots, $15; Simplex jacks, No. 36, $1.75 
each, doz. lots each $1.60; Weed 
chains, single lots, 25 per cent dis- 
count, doz. lots 33% per cent dis- 
count; gray inner tubes, 30 x 3%, 
$1.25 each; red inner tubes, 30 x 3%, 
$1.65 each; Bethlehem spark plugs, 
36c. each; Bethlehem spark pugs, 
mica type, 60c. each; Bethlehem 
spark plugs, standard porcelain type, 
58c.; Splitdorf plugs, 58c. each; lots 
of 100, 56c. each; Splitdorf plugs, 
special for Fords, 50c. each; lots of 
100, 48c. each; Champion X plugs, 45c. 
each; lots of 100, 41c. each; Champion 
O plugs, 53c. each; lots of 100, 50c. 
each; Hercules Giant, 60c. each; Her- 
cues Junior, 35c. each. 


Axes.—Some makers have announced 
a 50 cent per doz. advance in the price 
of axes, others have withdrawn prices, 
and higher figures are expected. There 
is no change for the present in local 
quotations. Sales continue to improve, 
and orders are running well ahead of 
last year’s. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted 
unhandled axes, 3 to 4 Ib., $10.50 doz. 
base; double bitted, $15.50 doz. base; 
good quality black unhandled axes, 
same weight, single bitted, $9.50 doz. 
base; single bitted handled axes, 
$11.25 to $18.50 per doz. according to 
quality and the grade of handle. 


Bolts and Nuts.—Two advances were 
put into effect last month and jobbers 
report they are having considerable 
difficulty in keeping up their stocks. 
Demand is unusually heavy. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Large carriage bolts, 40-5 
per cent off list; small carriage bolts, 
50 per cent off list; large sized 
machine bolts, 50-5 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75-10 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—Builders’ hard- 
ware manufacturers have withdrawn all 


prices and have sent out revised price 
lists, showing an advance of about 10 
per cent. Manufacturers of steel butts, 
however, have not advanced their 
prices, but there is a scarcity of hinges 
and butts. Jobbers have not as yet 
changed their prices. 


We quote from jobbers’ stocks, f.o.b 
Chicago: 3% x 3% steel butts, old 
copper and dull brass finish, in case 
lots, $2.52 doz. pr.; 4 x 4 steel butts, 
old copper and dull brass finish, in 
case lots, $3.80 doz. pr.; heavy bevel 
steel inside sets, case lots, $6.00 doz.: 
steel bit-keyed front door sets, $1.40 
per set; wrought brass bit-keyed 
front door sets, $2.50 per set; cylin- 
der front door sets, $6.50 per set. 
Chains.—Prices are strong, with ad- 

vances not unlikely. Sales are excep- 
tionally heavy for this time of year. 

We qvote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 
per 100 Ib.; weldless coil chains, 50-10 
per cent off list; No. 00, 4% electric 
welded cow ties, $2.65 per doz, 
Cider-Fruit Presses.—The very large 

demand has caused manufacturers to be 
over-sold on Smaller sizes. Stocks are 
still moving rapidly and distributors: 
find it difficult to keep them complete. 


Copper Rivets and Burrs.—Even at 
the recently advanced prices sales are 
increasing, for present prices are con- 
sidered low. 

Z We quote from jobbers’ stocks, f.o.b. 

Chicago: Copper rivets and _ burrs, 

40-5 per cent discount. 

Cutlery.—Dealers who have for sev- 
eral months put off ordering pocket cut- 
lery, butcher’s cutlery, kitchen cutlery 
and kindred lines are now ordering 
freely for their fall and winter require- 
ments. All American pocket cutlery 
factories are now pretty well booked up 
on orders from jobbers for three to six 
months to come. Higher prices on 
American pocket cutlery may be ex- 
pected any time. 

Field Fence.—The market is firm and 
sales are yeported as being good. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Fiele fencing, 65 per cent 
discount from lists. 
Files.—Local prices were 

last week. Demand 
heavy. . 

We quote from jobbers’ stocks, f.0.b 
Chicago: American files, 65-5 per cent 
off list; Nicholson files, 50-10 per cent 
off list; Disston files, 50-10-10 per 
cent off list; Black Diamond files, 50-5 
per cent off list. 

Food Choppers.—Sales continue to 
increase with prices still unchanged. 
Heavy sales for fall are expected. 

We quote from jobbers’ stocks, f.o. 
Chicago: Universal, No. 0, $12.15: No 
1, $15.00; No. 2, $18.20; No. 3, $24.30. 
Galvanized Ware.—Prices advanced 

two weeks ago. Shortage of sheets and 
the high price of spelter are said to be 
the causes. Sales are good. 


We quote from jobbers’ stocks, f.0.b 
Chicago: Competition galvanized 
water pails, 8 qt., $1.85 doz.; 10 at., 
$2.00 doz.; 12 qt., 35 doz.; 14 qt., 
$2.50 doz. Galvanized sh tubs. No. 
1, $5.85; No. 2, $7.00; No. 3, $7.75. 


_ Glass and Putty.—Prices continue 
firm. The demand is heavy and the 
supply is becoming more limited. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A and single 


advanced 
continues to be 
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strength B, up to 25-in, bracket, 86 
per cent off. Single strength A and 
single strength BK, over 25-in. bracket, 

85 per cent off. Double strength A, 

all brackets, 85 per cent off. Double 

strength B, all brackets, 87 per cent 
off. Putty in 100-lb. kits, $3.65; com- 
mercial putty, $3.60; glaziers’ points 

Nos, 1, 2 and 3, one doz. packages, 65c. 

Hammers.—There has been no change 
in prices since last reported and the 
market is very strong. Sales are still 
very active and manufacturers are be- 
hind in filling orders. 

We quote from jobbers’ stocks, f.-o.b. 
Chicago: No, 11% first quality nail 
hammers, $12 per doz.; Competitive 
forged nail hammers, $6 to $9 per doz. ; 
cast steel hammers, $4 per doz. 
Hatchets.—Prices are firm, with ex- 

cellent sales. Deliveries are slow from 
most manufacturers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; Competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz.; Competitive forged 
shingling hatchets, $8 doz, 

Hickory Handles.—Demand continues 
to be exceptionally good but supplies 
are scarce. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection 
second growth white hickory, $6 doz.; 
special second growth white hickory, 
$4.50 doz.; No, 1 hatchet and hammer 
handles, 80c, doz.; second growth 
hickory hatchet and hammer handles, 
$1.20 doz. 

Ice Skates—Sales continue very 
satisfactory and orders for future de- 
livery continue to be booked. Ship- 
ments have already started. 

We auote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and 
boys’, bright finish, 70c. per pair; key 
clamp hockey, $1.03 per pair; half key 
clamp hockey, women’s and girls’, 96c. 
per pair; half key clamp hockey, 
women's and girls’, $1.26 per pair. 
Lawn Fence and Gates.—F uture busi- 

ness is beng placed on these lines. Cur- 
rent business is very good for this sea- 
son of the year. Prices are the same 
as prior to the last advance on wire. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Lawn fence, 58 per cent 
discount; galvanized gates, 45 per cent 
discount; painted gates, 55 per cent 
discount. 

Nails.—Local jobbers last week ad- 
vanced their price 20 cents per keg on 
nails. The independent mills have again 
advanced 15 cents per keg, making nails 
$3.45 per keg base. However, local 
prices still remain unchanged. The de- 
mand is heavy, with a few kinds of 
nails beginning to be hard to get. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Commen wire nails, $3.30 per 
keg base 
Paints and Oils.—The fall demand for 

mixed paints and oils continues to be 
very good. 


Office of HARDWARE AGB, 
410 Unity Building; 
Boston, Sept. 16. 


7 HE past week witnessed an un- 


usually large number of price 
changes and announcements in mer- 
chandise handled by the local jobbing 
trade. The changes in a majority of 
instances were upward, which is in 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 
barrels, $1.02 per gal.; boiled linseed 
oil, 1 to 4 barrels, $1.04 per gal.; raw 
linseed oil, 5 barrels or more, 97c. per 
gal.; boiled linseed oil, 5 barrels or 
more, 99c. per gal., less 1 per cent ten 
days. ‘Turpentine, $1.53 per gal. (in 
barrels); denatured alcohol in barrels, 
40c, per gal.; strictly pure white lead, 
100 Ib. kegs, 124c. per lb.; 50 Ib. kegs, 
12%c. per lb.; dry paste in barrels, 
64%ec. per Ilb.; pure white shellac, 4 
ib. goods in gal. cans, $4.75 per gal.; 
pure orange shellac, 4 lb. goods in 
gal. cans, $4.25 per gal.; English 
venetian red, in barrels, $3.50 and 
$6.75 per ewt. 

Radio.—Interest is again awakening 
in this line and retailers’ stocks are 
being built up for the fall demand, 
which is starting slowly. Jobbers have 


already built up their stocks. 

Refrigerators.—During the past sea- 
son a great many dealers suffered on 
account of not being able to get re- 
frigerators when they were needed, and 
this situation will doubtless be avoided 
by placing orders now. Present prices 
are low and a fair volume of future 
business is being booked. 

Roofing and Building Paper.—There 
has been another advance in the price 
of sheathing paper. Sales continue to 
be heavy and are steadily improving. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade state surfaced 
prepared roofing, $1.85 per square; 
best talc surfaced, $2.25 per square; 
medium tale surfaced, $1.60 per 
square; light tale surfaced, 90c. per 
square; red rosin sheathing, $65 per 
ton. 


Rope.—Sales on rope are very good, 
considering the season. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality manila rope, 
standard brands, 17\%c. to 18%c. per 
Ib.; No. 2 manila rope, 16c. to 16%c. 
per lb. base; so-called hardware 
grad? manila rope, 15%c. per Ib.; No. 
1 sisal rope, highest quality standard 
brands, 14%c. to 15%c. per Ib. base; 
No, 2 sisal rope, standard brands, 13c. 
to 14¢c, per Ib. base. 


Sash Cord.—Heavy sales are taking 
stocks rapidly. It is thought that deal- 
ers will have to carry larger stocks to 
insure against shortages due to uncer- 
tainties of the transportation. Manu- 
facturers have announced another 2 
cent per pound advance. 


We qucte from jobbers’ stocks, f.o.b. 
Chicago: No. sash cord, standard 
brands, $8.50 doz. hanks; No. 8 sash 
cord, standard brands, $9.80 doz. 
hanks. 


Sash Weights.—Supplies are still 
searce, as this market is over-sold, and 
prices are again advanced. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights, $45.00 per ton. 


Screws.—Local prices were advanced 
last week as announced, and. further in- 
creases are not unlikely, 


BOSTON 


keeping with the tendency of values in 
general not only of hardware, but in 
other classes of merchandise. Announce- 
ment also was made that next season’s 
prices on such staple lines as farming 
tools, freezers and lawn mowers will 
remain unchanged. 

Retail dealers and jobbing houses in 
this section of the country apparently 
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We quote from jobbers’ stocks, f.u.b. 
Chicago: Flat head bright screws, 
82-5 per cent new list; round head 
blued, 75-20-5 per cent new list; flat 
head brass, 78-5 per cent new list; 
round head brass, 70-20-5 per cent 
new list; japanned, 70-20-5 per cent 
new iist. 


Solder and Babbitt Metal.—Excellent 
sales are reported. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $24 
per 100 lb.; medium 45-55 solder, $21 
per 100 ib.; tinners’ 40-60 solder, $22 
per 100 lb.; high-speed babbitt metal, 
$18 per 100 lb.; standard No, 4 bab- 
bitt metal, $9.00 per 100 Ib, 


Sporting Goods.—There is a large de- 
mand for fall sporting goods, footballs, 
boxing gloves, etc. 


Steel Sheets.—Mills are unable to 
work to capacity because of coal and 
labor shortage, and are running several 
months behind in their orders. Prices 
are strong even at the new prices which 
recently went into effect. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28-gage galvanized sheets, 
$5.85 per 100 lb.; 28-gage black sheets, 
$4.85 per 100 lb. 

Stove Goods.—Hods and shovels are 
moving very fast. The sudden change 
in the weather has caused many calls 
for early deliveries. 


Stove Pipe and Elbows.—Factories 
are running badly behind on orders, 
owing to the shortage of fuel and 
sheets. Prices have advanced and are 
increasingly strong as prices on sheets 
advance. 

We quote from jobbers’ stocks, f.o.b. 

Chicago: 6-in., 3l-gage, $11.00; 30- 

2, $12.00; 28-gage, $14.00; 26-gage, 
§-in. elbows, 30-gage, $1.25; 
28-gage, $1.50; 26-gage, $1.75. 

Toys.—Most local distributors have 
complete lines of toys on display. The 
majority of the merchandise is of the 
stable and real value kind. Mechanical 
and educational toys are strongly feat- 
ured. 


Washing Machines.—Sales are show- 
ing great improvement. Every indica- 
tion points to very good fall business. 

Wire Goods.—No further advances 
were reported this week. The demand 
for barb and cattle wire continues to 
be very heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 8 black annealed wire, 
$3.05 per 100 lb.; galvanized barb 
wire, $3.95 per 100 Ilb.; catch weight 
spool galvanized cattle wire, $3.95 per 
100 1b.; 80-rod spool galvanized hog 
wire, $3.45 per spool; No. 8 galvan- 
ized plain wire, $3.55 per 100 Ib. 
Wrenches.—Very satisfactory sales 

are reported and the market is firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 
per cent; engineers’ wrenches, 40 per 
cent; knife handles, 50-10 per cent. 


have recovered from the annual attack 
of vacationitis and are back to the sor- 
did task of making enough money to 
buy a little coal and pay the rent and 
taxes. Better business has resulted all 
down the line. The character of busi- 
ness also has improved. That is, there 
appears to be more confidence in the 
buying, and the size of the individual 
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order is expanding. People connected 
with the trade are feeling better and 
everybody appears reasonably sure that 
money will be made this fall and win- 
ter. As a direct result of the better 
business the credit situation has im- 
proved. The trade is paying bills more 
promptly and the list of discount hunt- 
ers is growing longer each day. 

The announcement last Thursday that 
the head of the railroad shop men was 
authorized to sign an agreement with 
those railroads desiring to do so, there- 
by ending the railroad strike insofar as 
these particular railroads are con- 
cerned, will, it is generally believed 
here, have a favorable sentimental ef- 
fect on business throughout the coun- 
try at large. This announcement, how- 
ever, has little bearing on New Eng- 
land, because the roads in this section 
of the country have provided themselves 
with a sufficient number of shop men to 
carry on the needed work. These rail- 
roads have refused, and will continue to 
refuse, so they say, to have anything to 
do with the union officials. But from a 
national standpoint the ending of the 
strike as well as the coal miners’ con- 
troversy will make for no end of good 
feeling in the business world. 

Automobile Accessories.—Local job- 
bers report that some real advanced 
fall buying of automobile accessories 
by the retail trade is noticeable. In- 
dividual orders cover quite a wide va- 
riety of merchandise, but adhere close- 
ly to standardized products. Those re- 
tail dealers who have gone into acces- 
sories appear confident that good profits 
will be made within the next three or 
four months. Aside from a slightly 
lower price on Perfex replacement 
radiators, which are now quoted at 
$13.60, quotations on standard acces- 
sories show comparatively little change. 
At least some jobbers say that the new 
price on these radiators has resulted in 
fairly substantial orders, so soon. 


Axes.—Although the leading manu- 
facturers of axes have withdrawn their 
prices, which is generally taken as an 
indication of an impending advance, lo- 
cal jobbers are maintaining quotations 
as before. Some doubt is expressed as 
to how long these quotations will be 
maintained, the trade saying that it will 
depend a geat deal on what action the 
manufacturers take. 


We quote from Boston jobbers’ 
stocks: Single bit axes, first quality, 
without handles, $11.50 per doz.; 
double bit axes, without handles, 
$16.59 per doz.; single bit axes, with 
handles, $15 per doz. 


Boilers.—Local jobbers’ quotations 
on copper boilers have been marked up 
about 5 per cent, in keeping with a 
similar advance in producers’ lists. 

Bolts and Nuts.—The advance last 
week in jobbing quotations on bolts and 
nuts has stimulated rather than hurt 
business, Wholesale houses here con- 
tinue to report more or less difficulty in 
Securing material from producers and, 
because of this fact and the continued 
excellent demand, everybody has a 
great deal of confidence in the market. 


We quote from Boston jobbers’ 
stocks: 
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Bolts. — Machine bolts with H. P. 
nuts, % x 4 in., smalier and shorter 
cut threads, 45 per cent discount; 
larger and ionger, 40 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap boits, list; com- 
mon carriage bolis, 30 and 10 per cent 
disconnt; Eagle carriage bolts, 50 and 
10 per cent d'scount; stove noolts, 70 
end 5 per cent discount; bolt ends, 
40 per cent discount; stud bolts, 40 
per cent discount; step bolts, 40 per 
cent discount; banher bolts, 30 per 
cent discount. 

Nuts.—H. P., all kinds, 1c. off 
list; C. P. C. and T., all hinds, 1%c. 
of list; semi-finished hexagon nuts, 
9/16 in. and smaller, 70 per cent dis- 
count; % in. and iarger, 65 rer cent 
discount; finished case hardened nuts, 
50 and 10 per cent discount; check 
nuts, list. 


Brads.—The market here on wire 
brads has gone up about 20 per cent, 
being quoted at 75 per cent discount. 
There appears to be a real scarcity of 
this class of merchandise and it was 
largely due to this fact that jobbing 
quotations were advanced. 

Cotton Lines.— Following similar 
action taken by the manufacturers, lo- 
cal jobbers have advanced cotton clothes 
lines and braided awning lines approxi- 
mately 10 per cent. The demand for 
clothes lines is very good for this sea- 
son, but there is little call for the other. 


Cutlery.— With one or two exceptions 
previously noted the market for cutlery 
is quite active and bright. Retail deal- 
ers, as a rule, are buying in small lots 
but frequently, and the aggregate num- 
ber of orders coming into this market 
each day is in excess of expectations of 
a majority of the jobbing trade. The 
distributing trade continues to show a 
tendency to keep away from foreign 
goods, presumably because the public 
demands American products. Several 
houses make special mention of the im- 
proved call for scissors and shears, as 
well as table cutlery, stainless steel 
styles excepted. From present indica- 
tions the local cutlery market has every 
indication of going through the fall in 
a very satisfactory manner from the 
jobbing standpoint. 

We quote from Boston jobbers’ 
stocks: 

Carvers.—Lenders, Frary and Clark 
line, ivory beef, $3 to $6 per set; 
ivory breakfast or game, $3 to $6; 
ivory bird, $2.20 to $3.50. Universal 
stag beef, $2.35 to $5.35, others as 
high as $16 per set; stag breakfast or 
game, $2.75 to $8.59; stag bird, $1.70 
to $3.25. Universal resisting, beef, 
$4.75 to $7.75. 

Kitchen Knives.— Landers, Frary 
and Clark line, No. 190A, $1 per doz.; 
No. 230, $1.60; No. 331, $2; No. 1034, 
90c. Kitchen knife assortments, No. 
333A, $2 per doz. Cooks’ forks, No. 
203, $3.25 per doz. Cooks’ knives, No. 
3191-3, $5 per doz. Kitchen slicers, 
No. 2014, $4.75 per doz. Butchers’ 
knives, No. 6, $2.45 per doz.; No. 8, 
$3.70; No. 10, $5.75. Sticking knives, 
No. 200-6, $2.50 per doz Boning 
knives, No. 200-5, $2.15 per doz. Skin- 
ning knives, No. 200-4%, $2.50 per 
doz. 

Paring Knives. — Universal resist- 
ing, No. 2300A, $2 per doz.; No. 3250, 
$2.75 per doz. 

Scissors and Shears. Heinish line. 
Straight trimmers, Japanned, No. 
311, 5%-in., $11.80 per doz.; 6-in., 
$12.69; 6%-in., $13.40; 7-in., $14.85; 
8-in., $15.75; 8%-in., $16.55: 9-in., 
$20.75; 10-in., $24.30. Straight trim- 
mers, nickeled, No, 312, 5%-in., $14.05 
per doz.; 6-in., £14.79; 6%4-in., $15.90; 
7-in., $16.95; 7%-in., $17.80; 8-in., 
$18.65; 8%4-in., $1970; 9-in., $23.35; 
10-in., $28.85. Ladies’ scissors, ja- 
panned, No. 511, 4%4-in., $9.95 ner doz., 
5-in., $1035; 514-in., $10.65; 6-in., 
$11.30; 6%-in., $12.10; 7-in., $12.75. 
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Ladies’ scissors, nickled, No. 512, 

4%-in., $11.65 per doz.; 5-in., $12.10; 

5¥g-in., $12.45; 6-in., $13.25; 6%4-in., 

$14.20; T-in., $14.85. Discount, 334, 

per cent. 

Table Cutlery.—Universal line, No. 
V53, medium knives and forks, $5.35 
per doz.; dessert knives and forks, 
$5. Nubian ivory knives and forks, 
medium, $4.65; dessert, $4.35. Indi- 
vidual steak knives, No. 212, $2; No. 
V712, $7. Solid steel knives with flat- 
wear forks, nickel plated medium, 
No. 120, $13.80 per gross; No. 121, 
$14.40; No. 123, $14.40: ‘ 
$15.60; No. 1261, $15.60; 
$15.60. Grapefruit knives, N 
per doz.; No. 3450, $4. 

Drills and Reamers.—The local dis- 
tributing situation, insofar as drills are 
concerned, is much the same as it was 
several months ago. That is, quite a 
few jobbing houses are selling so many 
they have been obliged to place sizable 
orders with manufacturers. In some 
instances stocks are down to remark- 
ably small proportions and urgent re- 
quests are being sent out to the manu- 
facturers for prompt deliveries. Senti- 
ment is decidedly bullish, with more 
wholesale houses inclined to look for 
higher prices than otherwise. This 
feeling is based on the fact that manu- 
facturers are réported as experiencing 
difficulity in securing small size stock 
except at higher replacement values 
than heretofore. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon, sizes up to 1'%-in., 
tapered and straight shank, 70 and 
10 per cent discount; bit stock drills, 
60 and 5 per cent discount; center 
drills, 65 and 5 per cent discount; 
drills and countersinks combined, 30 
per cent discount; ratchet drills, 35 
per cent discount; wood boring brace 
bits, 50 per cent discount: high speed 
drills, 50 and 10 per cent discount; 
jobbers, letter and number sizes, 50, 
10 and 5 per cent discount. 

Reamers.—Bit stock, 30 per cent 
discount; bright square and T §S 
standard makes, 65 per cent discount: 
checking, 25 per cent discount: 
lapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


Farming Tools.—Leading makers of 
farming tools have notified the Boston 
jobbers that last season’s prices are re- 
affirmed. This information sets at rest 
intimations that values would be lower 
and the action of the manufacturers 
has created much good feeling in the 
local wholesale trade. 


Files.—The situation.in files remains 
very strong. The advance in prices 
noted last week apparently has had no 
influence whatever on requirements of 
the retail hardware trade and large 
users. In fact, several wholesale houses 
go on record as saying that sales have 
increased since the advance in prices. 
They say that many of their customers 
had been holding off in the hope that 
prices might be lower and the higher 
quotations served to bring them into the 
market. 


We quote from Boston jobbers’ 
stocks: 

Files. — Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Great Western Arcade, Kearney & 
Foote and American, 65 and 5 per 
cent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent 
discount; Superior, ete., 80 per cent 
discount; Stokes, 75 and 10 per cent 
discount. 


Freezers.—Boston jobbers have been 
advised by leading manufacturers of 
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ice cream freezers that next season’s 
prices will be on a basis of those quoted 
for the season just closed. It is be- 
lieved that stocks carried over by the 
retail trade this year will be smaller 
than usual, inasmuch as many firms de- 
voted their efforts to cleaning up stocks 
before committing themselves further. 
Weather conditions were against the 
sale of freezers much of the time, but 
it is believed the retail trade was able 
to materially reduce their holdings. 
We Boston jobbers’ 
stocks: P 
Freezers.—White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25; 6-qt., $10.45; 8-qt., $13.50; 
10-Gt., $18; 12-qt., $21.55; 15-at., 
$25.60; 20-qt., $33.20; 25-qt., $42.60. 
Arctic, 1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., $30. 
Jobbers discount, 50 per cent from 
store or factory. 

Galvanized Ware.—Jobbing quota- 
tions on galvanized pails and tubs have 
been advanced approximately 5 per cent 
to coincide with new lists issued by the 
manufacturers. Quotations on other 
galvanized ware remain as heretofore. 
Demand for this class of merchandise 
has shown marked improvement during 
the past week or ten days, especially 
that for pails. 

Hack Saws.—Aggregate bookings of 
hack saws during the past week com- 
pared very favorably with those of re- 
cent weeks. In fact, the consumption of 
hack saws is considerably larger than 
it has been before in months, and job- 
bers show less and less inclination to 
stretch a point on discounts even on 
quite good size orders. 

We 
stocks: 
Hack Saws. Standard makes, in 
full packages, 33% to 35 per cent dis- 
count; broken packages, 25 per cent 
discount; stock in gross lots or 
larger, 30 and 10 per cent to 40 per 

cent discount. 

Hose.—Most of the jobbers are put- 
ting out new prices on rubber hose. 
In comparing these with the past sea- 
son’s quotations, remarkably few 
changes are noted. Where changes 
have been made they are in the nature 
of slight declines. It is understood that 
both jobbing and retail stocks of rubber 
hose are small and, for that reason, the 
wholesale houses are inclined to antici- 
pate a free movement of goods for next 
season’s consumption. It is, however, 
too early for such buying to start in 
with any vim. 

We 
stocks: 

Rubber hose, B & D, %-in., 9%c. 

per ft.; %-in., 11%c.; Reading, %-in., 

%-in., 9¥%c.; Bull Dog, %-in., 

18c. per ft.; Good Luck, %-in., 10%c.; 

Milo, %-in., 12%c. 

Jack Screws.—The market here on 
jack screws is about 10 per cent higher 
than last week and is now generally 
quoted at 40 and 10 per cent discount 
from list. 

Kettles.—Manufacturers of copper 
kettles carried by local jobbers have 
issued new lists which show an advance 
of about 5 per cent. Wholesale quota- 
tions have been revised accordingly. 

Lawn Mowers.—According to notices 
sent out by the leading makers of lawn 
mowers next and last season’s prices 


quote from 


quote from Soston jobbers’ 


quote from Boston jobbers’ 


7%4c.; 
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will be the same. Some time ago it was 
commonly felt in hardware circles that 
lawn mowers next season would be 
cheaper, but manufacturing costs have 
advanced rather sharply, which, of 
course, eliminates any possibility for 
lower prices insofar as can be seen just 
now. 
We 
stocks: 
Lawn mowers, low grades, 14-in., 
$5.50 each; 16-in., $5.75; 18-in., $6.25. 
Medium grade, ball bearings, 16-in., 
$8 each; 18-in., $8.38. High grade ball 
bearing, five-blade, 14-in., $12; 16-in., 
$13; 18-in., $14; 20-in., $15. 


Oil Stoves.—While some of the lead- 
ing makers of oil stoves have advanced 
their lists, local jobbers are still doing 
business on the old price basis. They 
affirm, however, that with the advent of 
cooler weather an advance is highly 
probable. 

We 
stocks: 


quote from Boston jobbers’ 
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Oil stoves, Dangler line, No. 251, 
steel front, japanned trimmings, 
$6.25 each; No. 261, steel front, nickel 
trimmings, $7.50; No. 266, brass front, 
nickel trimmings, $9.00; No. 271, blue 
enameled drum, $10.00. These prices 
are subject to 30 per cent discount. 
Rivets.—A further advance in local 

jobbing quotations on small rivets is 
noted, the market now being 50 per cent 
discount, contrasted with 50 and 10 per 
cent heretofore. The present strength 
of the market is largely based on small 
jobbing stocks and the inability of the 
trade to secure prompt shipments from 
manufacturers. The market for large 
rivets is somewhat more active than 
noted a week ago, but there is much 
chance for improvement here. Prices, 
however, appear to have a firm under- 
tone. 

We 
stocks: 

Rivets.—Structural, button head, 2 
to 5 in. long, %-in. and larger, $4 per 
keg; %-in, and 11/16-in., $4.15; %-in., 
$4.50; 1 2 in. long, %-in. and 
larger, $4.75: %-in. and 11/16-in., 
$4.40; Y%-in., $4.75. Cone head, boiler 
quality, 2 to 5-in. long, %-in. and 

er, $4.10; %-in. and 11/16-in., 
$4.25; W%-in., $4.60; 1 to 2-in. long, 

%-in. and larger, $4.35; %-in. and 

11/16-in., $4.50; “%-in., $4.85. Iron 

rivets, small, 50 and 10 per cent dis- 
count. 

Sash’ Cord.—In common with other 
things, the basis of which is largely cot- 
ton, the market for sash cord is firmer. 
The statistical position of the raw cot- 
ton market-appears to grow steadily 
stronger and while prices for the staple 
fluctuate more or less each day they 
are, nevertheless, considerably higher 
than they were only a few weeks back. 
That means that manufacturers of sash 
cord, to replace raw material, have to 
pay higher prices. In addition to these 
underlying factors there is quite an im- 
provement in the demand for sash cord. 

We 
stocks: 

Sampson 


quote from Boston jobbers’ 


larger, 
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spot cord, 68c, 
base; Acme, 45c. per Ib., 
Sacham, 42c. per Ib., base, 


Screws.—The predicted advance in 
wood screws has materialized. The 
advance is largely based on compara- 
tively small jobbers’ stocks, deferred 
deliveries by manufacturers and an in- 
crease in consumption. As to going 
business, a large majority of the job- 
bers feel that sales this month will run 
well above those of August. August, 


per Ib., 
base; 
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it will be recalled, was one of the most 
encouraging months experienced in g 
long time. Some jobbers are getting 
more for iron machine screws, but the 
price situation is somewhat irregular, 
taking the trade as a whole. 


We 
stocks: 

Wood Screws.—F lat head bright, 77% 
and 5 per cent discount; flat head 
blue, 77% and 5, plus 5 per cent dis- 
count; round head blue, 75 and 5 per 
cent discount; flat head brass, 72 and 
5 per cent discount; round head brass, 
70 and 5 per cent discount; flat head 
galvanized, 62% and 5 per cent dis- 
count; flat head nickel and round 
head nickel, 65 and 5 per cent dis- 
count. 

Machine Screws, etc.—Coach screws, 
50 per cent discount; set screws, in- 
cluding headless, 70 per cent dis- 
count; cap screws, square and hexa- 
gon, 70 per cent discount; fillister, 40 
and 10 per cent discount; flat, 30 per 
cent discount; button head, 20 per 
cent discount; lag screws, 50 per cent 
discount; iron machine screws, flat 
and round head, 50 per cent discount; 
fillister, 45 per cent discount; flat and 
round head brass, 4) per cent dis- 
count; fillister, 35 per cent discount. 


Scythes and Snathes.—The jobbers 
here are out with next season’s prices 
on scythes and snathes, which will be 
the same as those heretofore quoted. 

We quote 
stocks: 

Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush 
Sizes, $16.50 per doz, 

Snathes.—Ash, $13 per doz.; cherry, 
$14.75 per doz.; bush, $14.50 per doz. 
Sinks.—The movement of iron sinks 

out of local jobbers’ stocks is decidedly 
on the mend, and prices to-day are 
slightly lower than they were a year 
ago, perhaps 10 per cent or so. The 
undertone of the market, however, is 
very strong, due to the constantly in- 
creasing cost of raw material. 

We quote from Boston 
stocks: 

Common Tron Sinks, 2%4-ft., $3.75 
each, net; 3-ft., $4.25; 3%4-ft., $5.25 
Toys. — The probability of lower 

prices on toys seems quite remote. New 
England manufacturers of toys have 
advanced wages of employees about 10 
per cent and have started night shifts 
in several departments. This action 
would not only indicate prices will not 
be lower on toys, but that incoming 
business from other sections of the 
country has created considerable confi- 
dence in the manufacturing trade. 

Boston 


qucte from Boston jobbers’ 


from Boston jobbers’ 


jobbers’ 


quote from jobbers’ 


Erectors.—No. 000, 10c. each; No. 


00, 25c.; No. 0, 50c.; No. 1, $1; No. 3, 
$3; No. 4, $5: No. 7, $10; No. 8, $20; 
No. 10, $30. Discount, 3314 per cent. 
Motors and Accessories.—No. P52, 
two terminals battery motor, $1 each; 
No. P53, $1.50; No. P58, four terminal 
battery motor, $1.50: No P60C, trans- 
former, $5. Discount, 331% per cent. 
Trucks.—Jobbers are out with new 
prices on ash can trucks. The trade 
anticipates that another week or ten 
days will see some good size orders 
coming into the market. In fact, sev- 
eral of the large buyers have signified 
their intention of placing business 
shortly. 
We 
stocks: . 
Ash Can Trucks, Clark’s, $36.00 per 
doz.* Little Man, $33.00 per doz 
Twine-—The market here on wool 
twine is approximately 10 per cent 
higher. 


quote from Boston jobbers’ 
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Wedges.—_The market on wedges, 
striking hammers, crowbars, etc., has 
advanced about 10 per cent, following 
similar action made by the producers. 

Wrenches.—It is strongly intimated 
here that there will be an advance in 
agricultural wrenches within the next 
week. The advance, it is intimated, 
will be at least 10 per cent. The de- 
mand for these wrenches shows quite a 
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ty the past week there has been fur- 
ther large increases in operations 
among steel works and blast furnaces 
in the Pittsburgh and nearby districts. 
Since the coal strike was settled, no less 
than eighteen blast furnaces in the 
Pittsburgh district proper have been 
started up, while three or four more 
furnaces are just about ready, and will 
go in blast in the next week. The in- 
crease in steel production has also been 
heavy, and steel works in the Pitts- 
burgh distriet, especially the larger 
companies, has grown from less than 
50 per cent of normal, to more than 60 
per cent, and this percentage will be 
higher in the next week or two. All 
this means that the steel shortage, 
which has existed for some time will 
soon ease up, and by Oct. 1, or not later 
than Oct. 15, there should be quicker 
deliveries by the mills than have been 
the case for several months, due to the 
coal and railroad strikes. 

At this writing it looks as though 
the railroad strike will soon be a thing 
of the past. An agreement has been 
reached between the presidents of fifty- 
two of the leading railroads, and from 
the terms of settlement it seems that the 
striking railroad shopmen have gained 
the victory. The men are to receive the 
same rate of wage that was in effect 
when the strike started on July 1, while 
seniority rights are to be the same as 
existed on June 30 last. There is no 
doubt but that the railroads that have 
not as yet come to a settlement with 
their men will do so within the next 
few days. 

With the coal and railroad strikes 
finally settled, the question is, what is 
to be the future of the steel trade, and 
will prices recede after the steel mills 
get going again in a normal way, and 
output catches up to, or exceeds, de- 
mand. We have pointed out in our pre- 
vious reports that the large advances 
that have taken place in steel prices 
were not brought about by abnormal 
demand, but by decreased production, 
due to the coal and railroad strikes. 
Now that these have been removed, is 
it not reasonable to assume when the 
supply of steel products is again large 
enough to meet the demand, and the 
railroads are able to move cars prompt- 
ly, which they have not done for several 
months, will there not be a natural re- 
action in prices that will carry them 
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decided improvement and local stocks 
are by no means in as good condition 
as jobbers would like to see them, now 
that business has started up. Drop 
forge wrenches are showing more life, 
but the market is not as active as it 
was a short time ago. 
We 
stocks: 


Drop forged wrenches, 40 per cent 
discount; agricutural wrenches, 60 
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below where they are now. We do not 
believe this can come this year, as it 
will take two or three months for the 
steel and railroad situations to right 
themselves, but when this is done, it is 
doubtful if present prices will stand. 
Just now it is the policy of the larger 
buyers not to contract for material for 
delivery running into next year, the 
belief being that shortly after the turn 
of the new year there may be some re- 
cessions in prices on practically all 
kinds of steel products. 

It is also true that some of the larger 
steel concerns are offering to cover reg- 
ular customers for delivery in first 
quarter at slightly lower prices than 
are ruling now for fairly prompt ship- 
ment. In most cases, we are advised, 
the trade is declining to buy into next 
year, until there is more certainty that 
present prices are going to hold. The 
steel mills are still back in deliveries, 
and in the case of two or three of the 
larger ones, they are sold up for prac- 
tically the remainder of this year. 

There were no important changes in 
prices on steel products in the past 
week, with the exception of iron pipe, 
on which prices were advanced $11 per 
ton, making advances in this product of 
$21 per ton in the past month. All 
steel prices are very firm, and there are 
no signs of declines anywhere. 

The higher steel prices are now af- 
fecting seriously costs of makers of 
hardware, and in the past week there 
were numerous advances of hardware 
products that are made from steel. Fuel 
and labor are higher, and these ad- 
vances would seem to be fully justified. 
Local jobbers report that their stocks 
are fairly large, and they are buying 
cautiously, feeling that the market is 
perhaps at its peak, and there is no in- 
centive to buy ahead. They are advis- 
ing their retail trade that they expect 
to be able to fill their orders promptly, 
except perhaps on a few goods, so that 
there is no rush to buy goods ahead. 
There is still a decided scarcity in some 
products, notably steel bars and small 
pipe, but this will soon be relieved to 
some extent at least as soon as produc- 
tion is larger. 

For seasonable goods the demand is 
fair, but the volume of business in hard- 
ware, both with the jobber and the re- 
tailer, is only moderate. The higher 
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costs of labor and building materials 
have already had the effect of slowing 
down new building operations to some 
extent, intending builders having de- 
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and 10 per cent discount. 

Zinc.—A further advance of % cent 
per Ib. in sheet zinc is reported here, 
making an aggregate advance of 4 
cent a pound within the past two or 
three weeks. 

We quote 
stocks: 
Zinc.—In 600-lb. casks, 9c. per Ib.; 

in 200-lb. casks, 9%c. per Ib.; in 100- 

lb. casks, 9%c, per Ib.; in less than 

cask lots, 10c. per Ib. 


from Boston jobbers’ 





cided to wait until next year. An- 
nouncements of prices so far for goods 
for next year do not indicate that hard- 
ware manufacturers look for any higher 
prices than ruled this year. 

Automobile Accessories.—The peak 
in volume of sales of accessories for the 
current year has likely been reached, as 
some local dealers report that their 
sales are commencing to show a slight 
falling off. Demand for automobile 
parts is still quite heavy, the makers 
of a leading carburetor stating that 
their sales up to Sept. 1 having been 
larger than in all of last year. Tires 
and tubes are still in active demand, 
but prices are only fairly strong. The 
price of raw rubber recently reached its 
low point for this year. 


We continue to quote from jobbers’ 
stocks, f.o.b. Pittsburgh: 

Millers Falls, No. 145 jacks, $4.75; 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. each 
for less than 100 and 43c. each for 
over 100; Champion regular, 53c. each 
for less than 100 all sizes, 50c. each 
for over 100. 

Axes.—As_ recently noted, some 


makers have made an advance of 50 
cents per dozen in prices of axes, but 
this is not general as yet. Costs are 
higher, and it is probable that other 
makers will also put up prices in the 
near future. The demand is reported 
to be only fair. 


local jobbers continue to quote, 
f.o.b. Pittsburgh, as follows 

First grade, single bitted axes, 
handled, $15.50 per doz.; unhandled, 
$11.50 per doz.; double bitted axes, 
handled, $20.50 per doz.; unhandled, 
$16.50 per doz.; second grade axes, 
single bitted, handled, $14 per doz.: 
unhandled, $11 per doz.; double bitted., 


handled, $19 per doz.; unhandled, $16 

per doz. 

Bolts and Nuts.—The recent advance 
in prices is reported to be holding firm, 
but the large trade was pretty well cov- 
ered over the remainder of this year be- 
fore the advance was made. Makers 
report that specifications against these 
contracts are coming in quite freely, and 
that new demand is also quite active. 
For some time the demand from the 
automobile makers has been heavy, but 
with a slowing down in demand for 
cars, there has been a corresponding 
falling off in demand for nuts and bolts 
from the automobile builders. Makers 
are now quoting the discounts given 
below to the large trade, jobbers quot- 
ing the usual advances in prices to the 
small trade out of stock. 


Bolts 
small, 


and Nuts.—Machine bolts, 
rolled threads, 60 and 10 per 
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cent off list. Machine bolts, small, 

cut threads, 50, 10 and 10 per cent off 

list. Machine bolts, larger and longer, 

50, 10 and 10 per cent off list. Car- 

riage bolts, % x 6 in.; smaller and 

shorter, rolled threads, 50, 10 and 10 

per cent off list. Cut threads, 50 and 

10 per cent off list; longer and larger 

sizes, 50 and 10 per cent off list. Lag 

bolts, 60 and 10 per cent off lst. Plow 
bolts, Nos. 1, 2 and 3 heads, 50 and 

10 per cent off list; other style heads, 

20 per cent extra. Machine bolts, 

c.p.c. and t. nuts, % x 4 in.: smaller 

and shorter, 45 and 10 per cent off 

list; larger and longer sizes, 45 and 

10 per cent off list. Hot pressed 

square or hex. blank nuts, $3.75 off 

list. Hot pressed nuts, tapped, $3.75 
off list. C.p.c. and t, sq. or hex. nuts, 
blank, $3.75 off list. C.p.c. and t. sq. 
or hex. nuts, tapped, $3.75 off list. 

Semi-finished hex. nuts, 9/16 in. and 

smaller, U. S. S., 80 per cent off list; 

5g-in. and larger, U. S. S., 75 per cent 
off list; small sizes, S. A. E., 80 and 

10 per cent off list; S. A. E. ® in. 

and larger, 75 and 10 per cent off list. 

Stove bolts in packages, 80 and 5 per 

cent off list. Stove bolts in bulk, 80, 

5 and 2% per cent off list. Tire bolts, 

50, 10 and 10 per cent off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 75 and 10 
per cent off list. Milled set screws, 
75 per cent off list. Upset cap screws, 
80 per cent off list. Upset set screws, 
80 and 5 per cent off list. 

Coil Chain.—Reports are that an 
early advance in prices on coil chain 
may be made. Manufacturing costs 
have gone up a good deal, due to higher 


prices for rods and also for labor. 

Cold-Rolled Shafting.—Under date of 
Sept. 13 the Brightman Mfg. Co., South 
Columbus, Ohio, announces an advance 
in prices on cold-rolled shafting. The 
company is now quoting at $2.50 in car- 
load lots and $2.75 per 100 Jb. in less 
than car loads. Demand is reported as 
quite active. The same company re- 
cently advanced prices on cold-finished 
hexagon nuts about 10 per cent. 

Cast Iron Anvils—Some makers 
have made an advance in prices of from 
20 to 25 per cent, due to higher costs 
of raw materials and labor. 

Brass Rods.—The American Brass 
Co. has announced an advance of 14 
cent to 1 cent per Ib. on account of 
higher costs of raw materials and labor. 

Cast Iron Hollow Ware.—Due to 
higher costs of materials and labor, 
makers of cast iron hollow ware have 
made another advance in prices of about 
10 per cent. 

Clothes Pins.—The United States 
Clothes Pin Co. has announced an ad- 
vance in prices on spring clothes pins. 

Eaves Trough and Conductor Pipe.— 
Due to scarcity in supply and higher 
prices on galvanized sheets, most 
makers of eaves trough and conductor 
pipe have made an advance in prices of 
5 to 10 per cent. 

Files.—Local jobbers have advanced 
prices on files to correspond with higher 
prices now being quoted by the makers. 

Iron and Steel Bars.—There is still a 
scarcity in supply of soft steel bars, 
and some large buyers are paying as 
high as 2.25 cents per lb. to the mills or 
warehouses for fairly prompt delivery. 
The large makers of steel bars are sold 
up for remainder of the year, and are 
away back in deliveries. Local jobbers 
are quoting from 2.50 cents to 2.75 cents 
for small lots for delivery from stock. 
Prices on iron bars are also higher, 
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due to increased costs of manufacture. 
Some falling off in demand for rein- 
forcing steel bars for building purposes 
is noted. 

Hot Pressed Nuts.—Most makers 
have recently advanced prices about 10 
per cent on account of higher costs of 
steel and also of labor. Demand is 
active. 


House Furnishing Goods.—The Geo. 
A. Ray Co., Buffalo, N. Y., announces 
a general advance in prices of about 
10 per cent on its full lines of house 
furnishing goods. 


Lantern Globes.—The Macbeth-Evans 
Glass Co., Pittsburgh, announces an ad- 
vance of 5 cents per dozen on its full 
line of lantern globes, except No. 39 
railroad globes. 


Nickel Plated Ware.—The Rome Mfg. 
Co., Rome, N. Y., has made a slight 
advance in prices on its full lines of 
nickel-plated ware. 


Molasses Gates.—The E. C. Stearns 
Co., Syracuse, N. Y., has advanced its 
prices on molasses gates about 10 per 
cent. This company has also advanced 
prices on its line of carriage makers’ 
clamps. 

Machine Bolts.—Makers of thése 
goods are now quoting at 50, 10 and 10 
off list to the large trade, instead of 60 
and 10 off as before. 


Rivets.—The recent advance in prices 
of rivets is reported by the makers as 
holding firm, and demand is quite ac- 
tive. Steel bars are now at a minimum 
of 2 cents per lb. Some makers are 
asking as high as 2.25 cents. Rods are 
up to $42.50 per ton, so that the claims 
of the makers that rivets at present 
prices are not too high seem to be fully 
justified. To the largest buyers prices 
of rivets are now as follows: 

Large structural and ship rivets, 
base, per 100 Ib., $3; large boiler 
rivets, base, per 100 Ib., $3.10; small 
— 65 to 65 and 5 per cent off 
ist. 

Jobbers charge the usual ‘advance 
over the above prices for small lots 
out of stock, 


Sheet Zinc—The American Zinc 
Products Co., Greencastle, . Ind., an- 
nounces an advance in prices on sheet 
zine from ‘7.75 cents to 8 cents per lb. 
base. 

Steel Rails —The United States Steel 
Corporation has announced that prices 
on standard sections of steel rails for 
1923 will be $43 per ton, f.o.b. Pitts- 
burgh mill, this being an advance of $3 
per ton over the price ruling this year, 
which is $40 per ton at mill. It is 
claimed that over 1,000,000 tons of steel 
rails for next year delivery are ready 
to be placed with mills by the rail- 
roads. 

Sheets.—Large sales of sheet bars 
have been made at $40, per ton at mill, 
Youngstown, Ohio, and a scarcity is 
reported in supply. This price on sheet 
bars is $5 per ton higher than a month 
ago, so that prices on sheets are very 
firm, and some of the independent sheet 
mills are inclined to ask higher prices. 
The demand for sheets is heavy, and 
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has been for some months. Mills are 
operating at 65 to 75 per cent of nor- 
mal capacity. 


Sad Irons.—The W. H. Howell Co., 
Geneva, Ill., has announced an advance 
in prices on sad irons, due to higher 
costs of manufacture. 


Wire Products.—All independent 
makers of wire and wire nails have 
made an advance of $3 per ton in prices, 
this putting wire nails at $2.75 base 
per keg, and plain wire at $2.50 per 
100 lb. at mill, to the largest buyers. 
As yet the American Steel & Wire Co., 
the Steel Corporation wire interest, has 
not gone along with this advance, but 
may do so later. Discounts on woven 
wire fencing have also been reduced, 
which means an advance in prices. 
Local jobbers have advanced prices on 
nails, wire and wire fencing to agree 
with the advances noted above. Most 
large buyers are covered by contracts 
at lower prices, but deliveries by the 
mills are slow. The demand from the 
retail trade is reported quite active. 
Jobbers are now quoting from stock, 
f.o.b. Pittsburgh, as follows: 

Wire nails, $2.85 to $3 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.25, and shorter than 1 in., $1.75; 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 

6 to 9, $2.60; galvanized wire, $3.25; 

galvanized barbed wire, $3.50; galvan- 

ized fence staples, $3.75; painted 
barbed wire, $3.25; polished fence 
staples, $2.05; cement coated, nails. 
per count keg, $2.60; these prices be- 
ing subject to the usual advance for 
the smaller trade, all f.o.b. Pittsburgh, 
freight added to point of delivery, 
terms 60 days net less 2 per cent off 
for cash in 10 days. Discounts to 

jobbers on woven wire fencing are 68 

per cent off list for carload, 67 per 

cent off for 1000-rod lots, and 66 per 
cent off for small lots, f.o.b. Pitts- 
burgh, 


Wrought Iron Pipe.—Effective froin 
Wednesday, Sept. 13, the Reading Iron 
Co., Reading, Pa., announces a reduc- 
tion in discounts on wrought iron pipe 
of 5% points, this being equal to an 
advance of $11 per ton. This makes an 
advance in prices on wrought iron pipe 
of $21 per ton in the past month. The 
A. M. Byers Co., Pittsburgh, large 
makers of iron pipe, has withdrawn all 
prices, and will likely make this same 
advance in the near future. Higher 
costs of raw materials and labor are 
given as the reason for this heavy ad- 
vance. Demand is reported as very 
active. 


Vacuum Freezers.—The Auto Vacuum 
Freezer Co., New York City, has an- 
nounced that 1922 prices on its auto 
vacuum freezers will also prevail for 
next year. 


Snow Shovels.—Last week Hubbard 
& Co., Pittsburgh makers of shovels, 
announced an advance of 50 cents per 
doz. in prices on snow shovels. A gel- 
eral advance in prices of shovels 18 
looked for in the near future. It is 
claimed that present prices do not allow 
the makers a profit in view of the higher 
costs of steel and labor. Demand is re- 
ported as very heavy, the large trade 
buying freely. 
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Office of HARDWARE AGB, 
538 Guardian Bldg., 
Cleveland, Sept, 18. 


HE volume of hardware business 
.. has increased with the passing of 
the summer months. Jobbers report a 
better volume of orders and local re- 
tailers notice the gain in sales. Busi- 
ness by jobbers has improved material- 
ly in the mining sections of Ohio and 
other States, now that the miners have 
returned to work. The business out- 
look was discussed at a meeting of the 
salesmen of a retail local jobbing house 
a few days ago and reports regarding 
future prospects generally were opti- 
mistic, the prevailing feeling being 
that as soon as the railroad strike situ- 
ation clears up business generally will 
be very good. 

There is an increasing evidence of 
either shortages or slow deliveries in 
a number of lines, particularly nails, 
builders’ hardware and heating boilers. 
Jobbers are beginning to take orders 
for electrical goods for the holiday 
trade and shortages in _ percolators, 
irons, toasters, grills, etc., is predicted 
as the shelves of distributors and deal- 
ers are reported to be nearly bare of 
these goods and manufacturers are be- 
hind in production. 


Some important price announcements 
including advances were made during 
the week. Prices that prevailed this 
year on forks, rakes, hoes and other 
steel goods and on scythes, snaths and 
oil cook stoves will remain in effect 
next year. Nails and wire, bolts and 
nuts, some types of electric washing 
machines, range boilers, soil pipe, boil- 
ers and radiation, malleable and cast 
iron fittings and electrical conduit have 
advanced. 


Axes.— Manufacturers have _ with- 
drawn all prices, indicating a price ad- 
vance and announced that they will ac- 
cept orders from jobbers subject to new 
prices, giving the buyers the privilege 
of cancelling should prices be unsatis- 
factory. No intimation is given as to 
what the price advance will be. 


Automobile Tires and Accessories.— 
The demand for tires continues very 
good, especially at this season of the 
year. Accessories are also moving well. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls No, 145 
jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No, 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for less than 100 and 
48c. each for over 100; Champion 
regular, 53c. each for less than 100, 
all sizes; 50c, each for over 100. 
Builders’ Hardware.—Shipments of 

builders’ hardware by manufacturers 
are slow and jobbers’ stocks in some 
cases have become low. The demand 
continues fairly heavy. Locally new 
building work has fallen off somewhat, 
this being partly attributed to the in- 
creased cost of building. 


Bolts and Nuts.—Jobbers have ad- 
vanced prices on bolts about 10 per cent 
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following the recent advance in manu- 
facturers prices. Hot pressed nuts 
have not yet been changed but prob- 
ably will be advanced any day. The 
demand is holding up well. 


Jobbers quote f.o.b. Cleveland: 
Large and small machine bolts, cut 
thread, 5C per cent off list; carriage 
bolts large and small, cut thread, 
45 per cent off list. Stove bolts, 
75 per cent off list. Hot pressed nuts, 
$4 off list. 


Boilers and Radiation —A price ad- 
vance of 10 per cent was made recently 
on boilers and radiation. Shipments by 
manufacturers are very slow. In fact, 
one jobber reports he is unable to get 
any shipments of boilers. However, 
jobbing houses have fair stocks. 

Corrugated Roofing.— The demand 
is good and prices are firm at the re- 
cent advance. 

Cleveland jobbers quote f.o.b. 
Pittsburgh, 2%-in. 29-gage corrugated 
roofing at $4 to $4.05 per square. 
Electrical Conduit.—A price advance 

of 7/, per cent has been made on steel 
material used in the electrical construc- 
tion field including outlet boxes, lock 
nuts and bushings. Some shortages are 
developing in these lines. 

Electrical Household Goods.—Jobbers 
are taking orders for percolators, irons, 
toasters, grills, etc., for the holiday 
trade and some are predicting a short- 
age in these lines as manufacturers are 
behind on deliveries and stocks of both 
distributors and dealers are reported 
low. Owing to the fact that there has 
been a large amount of construction 
work in residences during the present 
year, a very heavy demand for elec- 
trical household devices to equip these 
homes is expected. 

Fittings. — Manufacturers have ad- 
vanced prices 5 per cent on malleable 
and cast iron fittings. Jobbers_ will 
make corresponding advances. 

Glass Baking Ware.—This line has 
been dull for some time but is now pick- 
ing up and a good volume of sales is 
expected for the holiday season. 


Garden Hose.—Jobbers are booking 
some business. in garden hose for early 
spring shipment. Prices are about % 
cent a foot higher than a year ago. 

Cleveland jobbers quote %-in. two 
ply molded hose 9% to llc. per ft.; 
5g-in. cord hose 8% to 10c. per ft.; 

| as wrapped hose 9% to 12¢. per. 

Guns and Ammunition—Guns and 
ammunition are moving well for early 
fall shipment and jobbers have good 
stocks. 

Galvanized Ware.—Jobbers have re- 
ceived notices from manufacturers of a 
price advance on galvanized ware and 
expect to make corresponding advances. 

Handles.—The supply of long handles 
is reported rather scarce. The demand 
is steady and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
Hickory axe handles, single and 
double bitted, best grade, $4.75 per 
doz.; x grade, $4 per doz.; XX 
grade, $3.50 per doz.; X grade, $2.75 
per doz. No. pick handles, $3 25 
per doz. Best grade, $4.75 per doz.: 
American Fork & Hoe Co.'s wood 
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“D’’ shovel, spade and sccop handles, 
X grade, $6 per doz.; malleable ‘“D” 
grade manure fork and spading fork 
handles, $5 per doz.; X grade, long 
shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%4-ft., 
$3.60 per doz.; XX grade, 4-ft., $4.25 
per doz.; 4%4-ft., $4.60 per doz. 
Incubators. — Jobbers have booked 
quite a few orders for incubators for 
the coming season and are looking for 


a heavy volume of business. 

Ice Skates.—Sales of ice skates which 
so far have been rather light have com- 
menced to pick up and jobbers are 
looking for a good volume of business. 


Jobbers quote Union Hardware 
Co. hockey skates as follows: No. 9 
hockey, $2.30 pair; No. 424%, $1.25 
pair, No. 92414, $2.30 pair: No. 424%, 
ladies’, $1.50 pair; No. 924%, ladies’, 
$2.75 pair. 


Lawn Mowers.—Jobbers are booking 
good volume of business in lawn mow- 
ers for next season and some report 
sales far in excess of those at the same 
time a year ago. 


Nails and Wire.—Following the re- 
cent mill advance, jobbers have marked 
up prices 20 cents per keg on nails and 
40 cents per hundred Ibs. on wire. Job- 
bers’ stocks are badly broken and de- 
liveries by mills are slow. Jobbers re- 
port that they are unable to get any 
shipments of galvanized nails. 


Cleveland jobbers quote as fol- 
lows: Nails less than car lot, stock 
shipments, $2.90 per keg; same for 
mill shipment, $2.80: car lot mill 
shipment, $2.70. No. 9 annealed wire, 
$2.70 per hundred Ibs.; No. 9 gal- 
vanized wire, $3 per hunderd Ibs. 
Cement coated nails, $2.45 per 
hundred Ibs. 

Oil Cook Stoves. — Manufacturers 


have announced that prices on oil cook 
stoves for next year will be the same 
as prevailed this year. Jobbers have 
started to take orders for shipment 
next spring. 
Jobbers quote oil 


cook stoves f.o.b. 


Cleveland: Harvard 2-burner, $10.85: 
3-burner, $14.25; 4-burner, $18.20; 
cabinet tyfe 2-burner, $14.35: 3- 
burner, $18.50; 4-burner, $24.50; Nesco 
wickless stove, 2-burner, $11.50; 3- 
burner, $14.60; 4-burner, $18.60; 


cabinet type 3-burner, $17.95; 4-bur- 
ner, $23.95 


923.95, 


Poultry Netting and Wire Cloth— 
An announcement of pricés for the com- 
ing season on these items is expected 
shortly. An advance is expected. 

Rubber Roofing.—A price advance of 
15 cents a roll has been made on slate 
surface strip shingles. This is now 
quoted by jobbers at $5.25. 


Range Boilers.—Manufacturers have 
advanced prices 5 per cent on range 
boilers and jobbers expect to make cor- 
responding advances from $7.50 to 
$7.75 or $8 for standard 30-gal. boilers 
and from $9.80 to $10.25 for extra 
heavy 30-gal. boilers. 

Rope.—The demand is quiet and the 
market firm. 


Cleveland jobbers quote best grade 
17%c. per lb. for mill shipment and 
18%c. per Ib. for shipment from 
stock; best quality sisal rope, 15c. 
per lb. for mill shipment. 


Soil Pipe——Cast iron soil pipe has 
advanced 4 points and is now quoted 
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by jobbers at 28 per cent off list f.o.b. 
Cleveland. 

Stoves.—Some activity is beginning 
to develop in heating stoves. With the 
present market situation jobbers do 
not look for much future business but 
expect retailers to follow a hand to 
mouth policy in buying. Prices are un- 
changed. 

Steel Goods.—The American Fork & 
Hoe Co. has announced that its present 
season’s prices on forks, rakes, hoes, 
potato hooks, etc., will remain in ef- 
fect for next year. Jobbers have com- 
menced to take orders for spring de- 
livery. 

Scythes and Snaths.— Prices on 
scythes and snaths for next year have 
been announced, these being the same 
as prevailed the past season. 

Cleveland jobbers quote No. 50 


Office of HARDWARE AGE, 
2725 Colfax Ave. So., 
Minneapolis, Minn., Sept. 15. 

R USINESS conditions in general have 

-~’ vot shown any great improvement 
duriigt the past few weeks, but sales 
have been very good for this season of 
the year. As soon as the various 
strikes now in progress are definitely 
settled conditions will undoubtedly im- 
prove rapidly. 

Retail hardware dealers report them- 
selves as being very well satisfied with 
the volume of business received for this 
time of the year and are looking for- 

yard to a good volume of fall trade. 

Market prices remain very firm and 
such changes as are made show an in- 
crease in prices. These increases are 
probably only of a temporary nature, 
being brought on by the coal strike 
necessitating increases in price of steel. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are holding up very well. 
Quite a number of increases in price 
have been made in various items of 
builders’ hardware. 

Ash Sifters—Jobbers report some 
orders coming in daily from the retail 
dealer, although the total volume is 
not large. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
: go 


Twin Cities: Square wood, $3.75 per 
doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 
Axes.—There is as yet only a fair 
demand, although some improvement is 
noted. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 

in Cities: Medium grades, single 

. base weiehts, $1150 per doz.; 
double bit, $16.50 per doz. 


Bale Ties.—Bale ties continue to be 
in good demand. There has been an in- 
crease in price. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single loop bale ties, 
70-10 per cent. 

Bolts.—Demand for bolts is of very 
good volume. Jobbers are having some 
difficulty in obtaining stock, as manu- 
facturers are far behind on orders and 
find some trouble in obtaining steel 
stock. Prices are firm. 
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grass snaths at $12.50 per doz.; bush 
snaths, $13.50 per doz.; Little Giant 
grass snaths, $16.00 per doz.; Little 
Giant grass and weed snaths, $16.50 
per doz.; Clearcut grass snaths, $15.00 
per doz.; Clearcut bush snaths, $15.50 
per doz. 


Steel Sheets—Another advance of $2 
per ton has been made by jobbers on 
galvanized sheets. Deliveries by mills 
are slow. 


Cleveland jobbers quote sheets at 
4.25c. for No. 28 black and 4.25c. to 


5.35c. for No. 28 galvanized. 


Screws.—The demand is fair with 
prices firm and unchanged. 


Jobbers quote wood screws as 
follows, f.o.b. Cleveland: Flat head, 
bright, 80, 5, 5 and 5 per cent off list; 
round head, blued, 77%, 5, 5 and 5 per 
cent off list; round head nickeled, 
67%, 5, 5 and 5 per cent off list; 
round head, brass, 72%, 5, 5 and 5 
per cent off list. 


Shovels.—There is little call at the 


TWIN CITIES 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50- 
10 per cent; large carriage bolts, 45 
per cent; small machine bolts, 50-10- 
10 per cent; large machine bolts, 50- 
10 per cent; stove bolts, 75-10 per 
cent; lag screws, 60 per cent. 


Brads.—Sales of brads continue to 
be of good volume. Prices have shown 
no change as yet. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard pack- 
ages, 75 per cent from list. 

Coal Hods.—There is as yet no re- 
tail demand, but this should open up 
shortly. Prices have shown no further 
change since our last report, 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17 inch, 
japanned, open, $3.60; 18 inch, $4; 17 
inch, funneled, japanned, $4.50: 18 
inch, $4.95; 17 inch. open, galvanized, 
$5; 18 in., $5.45; 17 inch, funneled, 
galvanized, $6.20; 18 inch, $6.80 per 
doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—There still continues to be a 
very satisfactory demand for this entire 
line. Prices show no change since the 
advance reported in the preceding is- 
sue. 

We quote from jovubers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 

5 inch lap joint, $4.75 per 100 ft.; 

conductor pipe, 3 inch corrugated, 

$4.75 per 100 ft.; 3 inch corrugated 
elbows, $1.55 per doz. 

Files.—There is a fairly satisfactory 
demand for files at this time. Jobbers’ 
stocks are in good condition and prices 
remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per 
cent: Arcade files, 70-2144 per cent; 
Disston files, 76-10 per cent, 
Galvanized Ware.—The market for 

galvanized ware is showing a continued 
improvement and on the whole is con- 
sidered quite satisfactory. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85; No. 3, $8; 
heavy galvanized, No. 1, $12; No. 2, 
$13; No. 3, $15; standard 10-qt. gal- 
vanized pails, $2.25 per doz.; 12-qt. 
$2.35; 14-qt., $2.70; standard 16-qt. 
stock pails, $4.25; 18-qt., $4.80: heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 


‘Glass and Putty.—As colder weather 
has set in there should, within the next 
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present time. Shovel prices are un- 
changed. 

Jobbers quote f.o.b. Cleveland ag 
follows: No. 2 size shovels, fourth 
grade, $9.50 per doz.; second grade, 
per doz.; first grade, $14.50 per 
Oz. 


Steel Bars.—Another price advance 
has been made on steel bars and hoops 
and bands. 


Cleveland jobbers quote steel bars 
oo and hoops and bands at 
o. Cc. 


Washing Machines.—Jobbers report 
a very satisfactory volume of sales in 
electric washing machines. The Altor- 
fer Brothers Co., Peoria, Ill., has an- 
nounced a price advance of about 15 
per cent on two items in its Alco line of 
electric washing machines. The resale 
price of a single tub machine has been 
advanced from $84.50 to $95 and the 
resale price of the double tub machine 
from $106.25 to $120. 


week or two develop a good demand 
for glass and putty in a retail way. 
Prices remain as for some time past. 

We quote from jc bbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 
per cent; double strength glass, 85 per 
cent from. standard lists. Putty, 
$4.40 per cwt, 

Lanterns.—A steady improvement is 
noted in the demand for lanterns. Job- 
bers’ stocks are in good condition. 
Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long globe, $13 
per doz.; tubular short globe, $13 per 
doz.; tubular dash lanterns, $16.90 per 
doz. 

Nails——Demand for nails continues 
to be of good volume. There has been 
an increase of 20 cents in the base price. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Smooth wire nails, 
$3.65 per keg; cement coated nails, 
$3 per keg, base price. 


Oil Heaters.—If the weather should 
continue cool as at this writing a good 
demand for oil heaters should begin 
within a few days. Prices remain un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 30-5 per cent from 
standurd lists. 

Paper.—There still remains quite a 
good demand for builders’ papers. 
Stocks are ample and prices are firm. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: No. 2 tarred felt, $2.57 
per cwt.; string felt, $1.42 per cwt.; 
red rosin sheathing, $2.67 per cwt. 


Registers.—The demand for cast iron 
registers is of about average volume. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f 0.b. 
Twin Cities: Cast steel registers, 40 
per cent from standard lists. 


Rope.—Demand for rope is very good 
and is showing some improvement. 
Prices continue without change. 

We quote from jobbers’ stocks, f.0 b. 
Twin Cities: Pure manila rope, 19%%¢- 
per lb. base; pure sisal rope, 16%. 
per Ib. base. 

Sandpaper.—Sales of sandpaper con- 
tinue of fair and steady volume, am 
the total sales so far this year have 
been very good. Prices remain station- 
ary. 


Reading matter continued on page 80 
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Help your customers 
to build satisfactory garage doors 


MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


VERY man who comes into your 
store with a problem of purchasing 
hardware for a garage door will appre- 
ciate intelligent help from you. You can 
serve him, from the planning of a door to 
selling him the necessary hardware. 
Our booklet, “McKinney Complete 
Garage Sets,” is designed to give this help 
to your customers. Pages such as the one 
above present illustrations of swinging 
and sliding-folding doors for any width 
of garage entrances with simple plans for 
the hanging of the doors and illustra- 
tions of the hardware necessary for what- 
ever type of door the customer may select. 


The hardware is of superior quality— 
McKinney made. Every piece needed 





for a complete garage door installation 
is packed in a strong, neat box. 

Think what that means to you! Every 
element of uncertainty is eliminated in 
the sale. Not a piece is missing. No time 
is lost in hunting up the’ various items. 
No over-stocking of slow-moving parts. 

Tie the McKinney Booklet to the 
counter. Place the McKinney Complete 
Garage Door Sets on your shelves. The 
service the booklet performs for your 
customer is reflected in the profit you 
derive from the fast-moving specialty be- 
hind your counter. 

We will gladly send you this valuable 
booklet on request. Ask your jobber for 
the McKinney Complete Garage Sets. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING 


Western Office, Wrigley Bldg., Chicago 


CO., PiTrTsBuURGH 


Export Representation 
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We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Best grade, No. 1, at 
$7.20 per ream; second grade, No. 1, 
at $6.50 per ream; No. 1 garnet paper, 
$15 per ream. 


Sash Cord.—Sales of sash cord re- 
main of fair volume, although somewhat 
less than a few weeks ago. No change 
in prices has been noted. 

We quote from jobbers’ stocks, f.o0.b. 
Twin Cities: Best grades, 65c, per lb.; 
ordinary grades, 36c. per Ib. 

Sash Weights—Demand for sash 
weights continues of good volume. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2.20 per cwt. 

Sidewalk Scrappers.—Jobbers report 
some business coming in from the re- 
tail dealer. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade steel 
scrapers, $4.75 per doz. 


Snow Shovels.—Jobbers report a fair 
volume of business coming in. Dealers 
handling large quantities placed their 
orders earlier in the year. Prices are 
stationary. 


We quote from jobbers’ stocks, f.o0.b. 
Twin Cities: Straight handle, wood, 
$4.85 per doz.; steel blade, straight 
handle, $8.25 per doz.; galvanized 
steel blade, D handle, $11 per doz. 


Solder..—Demand for solder con- 
tinues of good volume. Prices show no 
change since our last report. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 
24% cents per Ib. 

Steel Sheets.—There is considerable 
improvement in the demand for steel 
sheets, no doubt caused by increasing 
prices. There has been an increase in 
prices quoted. 


Washington News 
(Continued from page 68) 

ences, but no such rate shall be de- 
creased more than 50 per centum of 
the rate specified in Title I of this 
Act upon such articles, nor shall 
any such rate be increased. Such 
rate or rates of duty shall become 
effective fifteen days after the date 
of the said proclamation of the 
President, whereupon the duties so 
estimated and provided shall be 
levied, collected, and paid on such 
articles when imported from any 
foreign country into the United 
States or into any of its possessions 
(except the Philippine Islands, the 
Virgin Islands, and the islands of 
Guam and Tutuila). If there is any 
imported article within the class or 
kind of articles, upon which the 
President has made public a finding, 
for which there is no similar com- 
petitive article manufactured or 
produced in the United States, the 
value of such imported article shall 
be determined under the provisions 
of paragraphs (1), (2) and (38) of 
subdivision (a) of Section 402 of 
this Act. 

“(c) That in ascertaining the 
differences in costs of production, 
under the provisions of subdivisions 
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We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized 
sheets, $6 per cwt.; 28 gage black 
sheets, $5 per cwt. 


Steel Traps.—The season for steel 
traps will soon be opening up and an 
average volume of business is expected. 
Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53; No. 
1, $1.83; No. 1%, $2.75; No. 2, $3.60; 
Newhouse, No. 0, $1.89; No. 1, $2.20; 
No. 1%, $3.17; No. 2, $4.88 per doz. 


Stove Goods.—Stove goods will soon 
begin to move in a retail way. Jobbers 
report that dealers are getting their 
stocks in shape rapidly. Prices remain 
firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28 x 28, $15 per doz.; 30 x 30, 
$17.35 per doz.; 26 x 36, $24.02 per 
doz.; Stove pipe, uniform blued, 28 
gage, 6 inch, K. D., $12.50 per 100 
lengths; 6 inch common iron corru- 
gated elbows, $1.26 per doz.; 6 inch 
adjustable charcoal iron, $1.86 per 
doz.; Dampers, cast iron, wood or 
coil handle, $1.33 per doz.; Stove 
shovels, 15 inch japanned, 60 cents; 
21% inch jumbo japanned, $1.40; 14 
inch jumbo, jr., 85 cents per doz. 


Screws.—Sales of wood screws are of 
very good volume. Prices show no 
change since the preceding issue. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head japanned, 

70 per cent; flat head brass, 75 per 

cent; round head brass, 70 per cent, 

Tacks.—Sales of tacks are of about 
average volume for this season of the 
year. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
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Twin Cities: American cut, 8 oz,, 

60¢. per doz. packages; tinned carpet, 

8 oz., 60c.; blue carpet, 8 0z., 65c.: 

double point, 11 0z., 36c. 

Tin Plate.——Demand is considered 
very satisfactory and a good volume 
of business is being done. Prices con- 
tinue without change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL, 20x 
28, $13; roofing tin, IC, 20 x 28, 8 lb. 
coating, $12.75. 


Washers.—The demand for washers 
is of fair volume and prices show no 
change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: % inch wrought steel 
washers, $4.50 per cwt.; 1 inch 
wrought steel washers, $4.10 per cwt. 


Weatherstrip. — Retail demand for 
weatherstrip is expected to develop in 
the next two or three weeks. Prices 
are the same. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Wood and felt weather- 
strips, % inch and % inch, $1.85 per 
100 ft.; 1 inch, $2.60 per 100 ft. 


Wheelbarrows.—Demand continues of 
fair volume for this season of the year. 
Prices show no change since last report. 

We quote from jobbers’ stocks, f.o b. 

Twin Cities: Wheelbarrows, wood 

Stave, fully bolted, $36 per doz.; No. 

1 tubular steel wheelbarrow, $6.35 

each; No. 1 garden, $5.60 each. 


Wire.—Demand for wire continues of 
good volume. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 80 rod spools, $3.11; galvan- 
ized cattle, $3.50; painted hog wire, 
$3.33; galvanized hog wire, $3 75; 
smooth black annealed No. 9, $3.45 
per cwt.; smooth galvanized annealed, 
$3.95 per cwt. 





(a) and (b) of this section, the 
President, in so far as he finds it 
practicable, shall take into consider- 
ation (1) the differences in condi- 
tions in production, including wages, 
costs of material, and other items 
in costs of production of such or 
similar articles in the United States 
and in competing foreign countries; 
(2) the differences in the wholesale 
selling prices of domestic and for- 
eign articles in the principal mar- 
kets of the United States; (3) ad- 
vantages granted to a foreign pro- 
ducer by a foreign government, or 
by a person, partnership, corpo- 
ration, or association in a foreign 
country; and (4) any other advan- 
tages or disadvantages in competi- 
tion.” 


Big Job for Tariff Commission 


To assist the President in ascertain- 
ing differences in cost of production the 
United States Tariff Commission is 
authorized to make all necessary in- 
vestigations and to hear both importers 
and domestic manufacturers. The 
Senate bill provided that these hear- 
ings be public but this provision was 
stricken out by the Conference Com- 
mittee. 

It is stipuated that nothing in the 
flexible tariff provision shall be con- 


Reading matter continued on page 


strued to authorize the transfer of an 
article from the dutiable list to the 
free list or from the free list to the 
dutiable list. Ad valorem rates may 
not be changed to specific rates or vice 
versa. 

Limited Authority ¥ 


In framing the original provision 
authorizing a flexible tariff the Senate 
stipulated that the authority of the 
President to change rates of duty 
should be limited to July 1, 1924, but 
Chairman Fordney of the Ways and 
Means Committee succeeded in having 
this limitation stricken out in consider- 
ation if his consent to the abandonment 
of the American valuation basis of 
computing all the rates of the new 
tariff. 


Bigelow & Dowse Outing 


The Bigelow & Dowse Associates, 
employees of Bigelow & Dowse Co. 
Boston, hardware jobbers, held their 
annual outing Saturday, Sept. 9, at 
Plymouth, Mass. Automobiles carried 
the associates from the store to Ply- 
mouth where an old-fashioned clam- 
bake, ball game and other sports were 
enjoyed by the approximate 100 attend- 
ing. H. Raymond Carter was chairman 
of the committee on arrangements. 
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Black Beauty 
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This big polished steel 11 x 
16 x 8 inch three-piece double 
roaster is being nationally 
advertised to retail at 


Pash the line that 
sells itself 


Two-piece double Your holiday trade wiil snap up 


es these big values—if you show them 


Ne. 2-8 x 1227 —because they are made right and 
priced right. 


Every woman knows that black 
pans brown better. We've told 
the world in our national advertis- 
ing. You tell the housewives in 
your neighborhood that you carry 
Black Beauty Double Roasters. 


“TELL THEM— 
SHOW THEM— 
SELL THEM!” 


If your jobber is not prepared 

to supply you, write direct to us Tinware shown is tinware sold 
Don’t delay getting in —today. ’ ; ; 
your holiday stock of Here is the bright red Black Beauty display 
roasters, drip pans and Priced to you 


kitchen tinware. Order EDWARD KATZINGER CO. rack that moves the goods. 


hers Made in at cost to us. Only $1.00 each. Use it for 
7 eet 910 W. Washington Blvd. Chicago, Ill. any of your goods. Order today. 


Sizes. 


No. 1—6%4x9%x5% 


“Pan Specialists for Half-a-Century” 
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Hunt to Represent Disston in the 
Far East 

A. Stewart Hunt, assistant manager 
for Henry Disston & Sons, Inc., at their 
branch office and shop at Sydney, Aus- 
tralia, has been appointed Far Eastern 
representative. Prior to assuming his 
new duties, he will spend some time at 
the head office in Philadelphia. As for- 
eign representative Mr. Hunt has been 
abroad for two years traveling in Cey- 
lon, India, Borneo, Burma, Siam, 
Straits Settlements, Java, Sumatra, the 
Philippines, China, Japan and Hawaii. 


Crowe, McGarvey & Co. Changes 
Hands 


L. V. MeGarvey has disposed of his 
entire interest in the business of Crowe, 
McGarvey & Co., 132 Pearl Street, 
Boston 9, Mass., to Matthew R. Crowe, 
with whom he has been associated. The 
business will be continued under the 
present name and there will be no 
changes in policies or factory associa- 
tions. 


Boston Varnish Co. Adds to 
Plant 


For the purpose of providing in- 
creased facilities for its business, 
the Boston Varnish Co., Boston, 
Mass., manufacturers of Kyanize, is 
now installing two complete floors of 
new grinding and mixing machinery. 
The Boston factory has been working 
constantly overtime since the first of 
January, and during the first six 
months of the present year the com- 
pany has sold a larger volume of Kyan- 
ize than in any previous year. 


R.W. Geer with Monroe, Lederer 
& Taussig 

R. W. Geer has recently joined the 
sales organization of Monroe, Lederer 
& Taussig, 1513-15 Germantown Ave- 
nue, Philadelphia, Pa., and will have 
charge of the sales promotion of Moleta 
White Products in the Southern States. 
Mr. Geer has covered this territory 
thoroughly for many years. He was 
formerly with The Glidden Co., for ap- 
proximately fourteen years in the ca- 
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pacity of manager at Atlanta, Ga. He 
is a member of the Atlanta Paint Club. 


W. D. Batting Sails for Europe 


W. D. Batting, manager, export de- 
partment of John H. Graham & Co., 
113 Chambers Street, New York City, 
sailed Sept. 16 on the Olympic for a 
two to three months’ business trip to 
England and the Continent. Mr. 
Batting expects to return shortly be- 
fore Christmas. 


Reidenouer Opens New Business 
in Pottstown, Pa. 


E. J. Reidenouer, whose articles on 
radio have appeared frequently in 
HARDWARE AGE, has resigned his posi- 
tion as manager of the electrical de- 
partment at the American Hardware 
Stores, Inc., Bridgeport, Conn., where 
he has been for seven years, and has 
gone into business with his father 
under the firm name of T. S. Reidenouer 
& Son, Pottstown, Pa. 

For several years past Thomas S. 
Reidenouer conducted a hardware busi- 
ness under his own name at Pottstown, 
and has built up an extensive trade in 
stoves and housefurnishings. He also 
conducts a sheet metal shop where he 
does roofing, painting, tinning and 
heating. 

One of the first steps that E. J. 
Reidenouer will take, he says, will be 
to add a radio and electrical depart- 
ment, a small specialty hardware de- 
partment and other departments as the 
business grows. Pottstown, Pa., is in 
the heart of the iron and steel mill dis- 
trict and’ has a population of 20,000 
people. 

When E. J. Reidenouer first entered 
the employ of the American Hardware 
Stores at Bridgeport he was given 
charge of the cutlery, electrical and 
bathroom fixture departments. Four 
years ago, when the ban was lifted 
from wireless by the Government, he 
opened a wireless department in con- 
junction with the electrical department 
and since then, he says, that he has 
built up the sales of wireless and radio 
equipment so that it is the main-stay 
of the electrical department at the 
Bridgeport store. 

Mr. Reidenouer believes that there is 
no limit to the possibilities of a radio 
department in the modern hardware 
store, and he will continue to contribute 
merchandising articles to these pages. 


Auto Accessories Exhibit at 
Atlantic City 


Reservations for space at the fifth 
annual exhibition of the Automobile 
Accessories Branch of the National 
Hardware Association of the United 
States, to be held at the Hotel Am- 
bassador, Atlantic City, N. J., Oct. 16 
to 19, are more numerous this year 
than they have ever been before, ac- 
cording to T. James Fernley, secretary- 
treasurer of the association. 

The exhibition will open Monday 
morning, Oct. 16, at 10 o’clock, and 
will close Thursday, Oct. 19, at 6 
o’clock. 

Mr. Fernley has outlined some of the 
rules and regulations governing the 
exhibition. “Associate members,” he 
says, “are requested to bear in mind 
that the exhibition is a business one 
and that simplicity and lack of ex- 
travagance in the character of exhibits 
is particularly desirable. 

“Cases, crates and other exhibition 
material should be addressed to the ex- 
hibitor in care of the National Hard- 
ware Association Exhibit, The Am- 
bassador, Atlantic City, N. J. The 
management has arranged to place all 
such material in the space ready for 
the exhibitor. Exhibitors will not be 
permitted to display any samples of 
accessories manufactured by concerns 
not associate members of the associ- 
ation. 

“The association will furnish spaces, 
signs displaying the name of the asso- 
ciate member exhibiting, chairs, tables, 
and other necessary fixtures.” 


E. G. Streett to Represent 
Campbell-Ewald Co. 


E. G. Streett, formerly with the Gib- 
son Co., Indianapolis, Ind., has recently 
joined the organization of the Camp- 
bell-Ewald Co., Inc., 18 West Thirty- 
fourth St., New York City, as perma- 
nent Southern representative in connec- 
tion with the sale of Klaxon horns. 
Mr. Streett’s headquarters will be in 
Atlanta, Ga. 


Vaughan Novelty Mfg. Co. 
Catalog 


Catalog No. 20 of the Vaughan 
Novelty Mfg. Co., Inc., 3211-25 Carroll 
Avenue, Chicago, II]., shows a diversi- 
fied line of hardware specialties. The 
articles illustrated are in practically all 
cases household necessities in the con- 
struction of which some new angle oF 
feature has been introduced. 
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Snappy Cap for Fords 
Quickway Socket Wrench for ALL 
cars 


that’s only the start! 


Three Bethlehem Better- 
ments for Motordom 
ready now—and more 
a-coming! Jobbers can ex- 
pect real service if they 


speak up NOW. "y a \) Wal 
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Snappy Cap for Fords 


Beauty sells it! Richly nickeled arms 
and body. Glossy black enamel cap and 
lock-clamp. Handsome in every detail— 
a quality product, of course. Looks like 
a $5 accessory—sells for a mere fraction 
of that! 

Utility sells it! Screw it on the Ford 
radiator and it’s there to stay — yet it 
won't “freeze in.” Press the trigger 
and a powerful spring snaps the cap wide 
open for filling—no more scorched fin- 
gers. Click cap down, and it locks se 


curely, sealing radiator. 
Closed for driving 


Publicity sells it! Forceful farm-paper 


and newspaper campaign now in full 
swing, moving Snappy Cap out of the 
dealer’s store fast! 


Price sells it! Tell us to send you a 
Snappy Cap on: suspicion—look at it—- 
test it—compare it—and THEN notice 
the price and the dealer's margin. If 


you say “Bill it to us” we will. Other-* - 
wise, accept thé Snappy Cap with our? ive 


compliments. 
Where’ll we ser your Sample Snappy 
Cap, please? 


Bethlehem Spark Plug Co., Inc. 


Bethlehem, Pennsylvania 








Open 
for 
filling 
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Drawing Outfit for the Kiddies 


Made of extra heavy board, the Drawing 
Master, Educational Series, No. 5, made 
by the Burdette-Murray Co., Cleveland, 
Ohio, should prove popular with children. 
The board is 8%-in. x 12%-in. and equipped 














pantagraph, pencil, eraser and 
crayons. The outfit includes six 
sheets of drawing paper and clips for 
holding the pictures to be enlarged and the 
paper. Three pictures are included with 
the board. 


with a 
colored 


Improved Auto Washing Device 


Designed for washing automobiles with 
clean soap suds, the Napco Auto Washer, 
manufactured by the Knapp Mfg. Co., 
Lebanon, N. H., claimed to entirely 
eliminate the possibility of injury to the 
varnish through undissolved soap or from 
particles of sand, gravel, or other hard 
substances. The washer is strongly built 
of heavy gauge galvanized iron and simple 
in principle. The container holds twenty- 
three quarts of water and the perforated 
cylinder two pounds of soap. The 


is 


soap 














sand screen and soap container assembly 
fits loosely at bottom of washer and is lifted 
out for removal of sand after each wash. 
The soap cylinder is removed from the 
brackets only when nearly empty, after 
several washes. All the soap must dissolve 
before passing through perforations; none 
is wasted. 


Attachable Scooter for Coaster 
Wagon Propulsion 


Retailing at 2.00, the Kelly Scooter, 


made by The Dickey-Grabler Works, West 


103rd St., Cleveland, Ohio, can be attached 
to any coaster wagon in ten minutes. The 
wagon may then be propelled either back- 


of rear upright 


ward or forward by means of a hand 
lever which operates a ‘‘kicker’’ much on 
the same principle as when a boy uses 
his foot to push his coaster along. The 
device will appeal strongly to parents in that 
it will result in a saving of shoe leather. 
By pushing the handle as far forward as 
possible the ‘“‘kicker’’ is raised completely 
off the ground and the wagon used freely. 


Device Indicates When Rear Auto 
Signal Works 


Automatic in action, the Tejl-Stop Auto- 
mobile signal, manufactured by The Tell- 
Stop Appliance Co., 1379 West 25th St., 
Cleveland, Ohio, is designed with a view 
of enabling the operator to know, by means 
of a flash on the dash, that the signai 
operated. The signal is controlled by the 
brake, and the flash in front is useful in 
lessening the possibility of ‘riding on 
the brakes.” Consisting of an enameled 
lamp with nickel trimmings, the signal has 
a spun brass silvered reflector. The cable 


used is waterproof and the switch heavily 
constructed and of the plunger type, pro- 
tected by a waterproof housing. A spiral 
spring is used from the plunger 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Game Will Appeal to Baseball Fan 


PoKoMo is the name of a new game 
recently placed on the market by the 
Wade-Clark Co., Ine., Rochester, N_ y, 
The game is based on baseball and especi- 
ally entertaining by reason of the closeness 














with which it follows the national pastime. 
From two to eighteen persons may play. 
Made in three-ply board, the game is 
lithographed in three colors and varnished. 
The frame is of wood, mahogany finished. 


Adjustable Wedge for Impact Tool 

A ready means of retightening the handle 
of a hammer, hatchet, axe, sledge or other 
tool of the impact type is provided in the 
patented Plumb. Take-up Wedge developed 
by Fayette R. Plump, Inc., Philadelphia, 
Pa. The device consists of a_ headless 
conical screw which is inserted in the 
handle. A driving slot is formed in the butt 
end of the screw to receive the blade of 














in the 
length 


a screw driver. A hole is drilled 
handle, somewhat deeper than the 
of the screw, and reamed to receive the 
serew, which is driven in until the butt 
end is flush with the end of the handle. 
If the head becomes loose in the handle, 
& one-quarter or one-half turn of the 
screw tightens the handle in the socket. 
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Cheapness for cheapness’ sake has no place in the busi- 
ness policies of the Richards-Wilcox Manufacturing 
Company. Rather, this institution serves through giv- 
ing maximum quality at a fair price. 





R-W 
Quality 
Line 


“Slidetite” garage 
hardware. 

Barn door hangers. 

House door hangers. 

AiR- Way Multifold 
window hardware. 

Door closers and 
checks. 


Mounted grind- 
stones. 
“Ideal” elevator 
hardware. 
Automatic Fire Door 
ware. 


OveR- Way convey- 
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NONOOUOUOUNOIO 


More than sixty per cent of America’s hardware dealers and 
thousands of lumber dealers carry R-W hardware. Practi- 


cally every architect and builder in America is familiar with 
the R-W line. 


There are two outstanding reasons for this extraordinary 
popularity: one, the genuine merit of the merchandise, and 
two, the “four-square’”’ business methods of its makers. 


The Richards-Wilcox Manufacturing Company has developed 
the R-W lines to the point where they are recognized as “the 
standard by which all others are measured.” They have devel- 
oped many original innovations which are widely imitated. 


A trade mark identifies every item manufactured. These trade 
marks protect the ultimate consumer from imitators, and con- 
stitute a guarantee, by Richards-Wilcox, of entire satisfaction. 


If you do not handle R-W hardware you are neglecting a 
profitable line. 


Richards Wilcox Me. ©. 


AURORA, ILLINOIS,L U. S.A. 





Our advertising 
is building 
Bigger Business 


Los Angeles for you. 








o—, 
Philadelphia SenPrancteco 


RICHARDS- WILCOX CANADIAN CO if 
Wiompeg LONDON, ONT. Montreal 


A, _s Figg = aA the “last 
wor sliding-folding garage 
ie door hardware. Do you sell it? 





ed 
| 
5 


85 


4 


= 


G 
J 
GC 
ed 
G 
cJ 
C3 
J 
oJ 
GC 
J 
CG 
ed 
G 
J 
G 
J 
C 
<J 
Cs 
J 
G 
oJ 
= 
<J 
CG 
<) 
= 
< 
G 
J 
= 
J 
G 
el 
G 
eJ 
G 
oJ 
CG 
pa 
CG 
J 
G 
ed 
CG 
J 
G 
eJ 
c 
<J 
G 
J 
CG 
<) 
G 
J 
G 
<) 


8. Soounonongnununel 





ees a seis Sveti aS Yen Seat namremee 


ORT ARS ed Se 


MEE SLAIN iE oid 


£PF GROVE PRS 


aaa 


86 


Shock Absorber Utilizes Air 
Pressure 
Made by the Holden Shock Absorber Co., 
Ltd., 3105 San Pablo Ave., Oakland, Cal., 
the Holden air shock absorber consists of 
a nine-inch cylinder with a piston working 
inside. When installed on a car the 














absorber is held by brackets with the 
piston at the half way point in the cylinder. 
When the frame of the car is forced down- 
ward because of a bump, the air is com- 
pressed below the piston and cushions the 
excessive down thrust, thereby relieving the 
spring to a great extent. When the frame 
starts back the air is compressed ubove 
the piston and the rebound checked. A 
check valve is located at the bottom of the 
cylinder and it opens and admits air when 
the piston is on the up stroke. A similar 
valve located in the cylinder head opens 
when the piston goes downward. A small 
hole is located in the cylinder wall about 
in the middle of the stroke. This relieves 
the pressure on the piston until the piston 
has passed t center one way or the other. 
This absorber will not interfere with the 
normal action of the spring. 


Display Stand for Featuring Rust- 
less Rules 

For use in featuring its line of Rustless 

Rules and -Calipérs, The Rustless Rule 

Co., Inc., Buffalo, N. Y¥., is forwarding 

merchants a.free display. board. The 














stand presents an attractive appearance. 
It ig made of steel, lithographed in colors, 
and will hold one of the company’s Rust- 
less Rules and one of its Calipers. 
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Glue Pot Has Automatic Heat 
Control 

Equipped with an automatic heat control, 
the Wallace Bench Glue Pot, made by J. D. 
Wallace & Co., 1401-1417 W. Jackson Bivd., 
Chicago, Ill., is designed to maintain the 
glue at a temperature ranging between 140 
deg. and 150 deg., at which heat it reaches 
its greatest flexibility and viscosity. The 
pot contains a tube immediately above the 
heating element, containing a _ sensitive 
volatile substance which contracts and ex- 














pands with the slightest change in tem- 
perature and provides a dependable action 
of ample power to actuate the control 
switch. When the heat reaches the proper 
temperature the control turns off the cur- 
rent. When the temperature falls a few 
degrees the heat is turned on again. The 
glue pot operates from any electric light- 
ing circuit and functions either as a water 
bath, hot air or dry heat pot. There is a 
durable cast aluminum glue container sup- 
ported by special retainer lugs which prevent 
floating when the pot is but partly filled 
The escape of moisture is greatly mini- 
mized by this method of suspension. The 
base cover forms a dead air heat insulator 
chamber between the heating unit and 
the bench, and the air gap which surrounds 
the heating unit is further insulated be- 
tween the heat unit and the base casting. 
The insulation and control of the current 


.for fire protection have been approved by 


the Underwriters Laboratories. 


‘Iron Has Improved Heating 
Element 


Recently placed on the market, the 


Domanco Electric Iron, made by The Dover’ 


Mfg. Co., Dover, Ohio, features a special 
alloy resistence wire in the heating element. 
This is solidly embedded in a refractory 


composition of high heat conductivity and 
electric insulation in the base of the iron. 
The iron’ surface is 3% x 6%-ins. and is 
polished but not blued. A two-deck nickled 
stand with a curling iron groove is furnished 
with this new appliance.” The iron, which 
weights six pounds, has in the No. 475 
Model, the’ Dover “On and Off” switch 
while the No. 5 Model is supplied with a 
shield. 


September 21, 1929 


Tire Chain Has Improved Lever 
Fastener 


Ace Cross Chains, made by the Ace 
Chain Corp., 23 South William Street, New 
York, N. Y., are made of solid, pressed, 
flat steel, cyanide hardened. The outer 
surface of each cross link is so designed 














and constructed that it grips and holds 
to the road. The inner surface of each 
cross link is smooth and conforms to the 
tire, avoiding any possible injury thereto. 
The Ace Patent Lever Fastener permits the 
side chains to be drawn tightly around the 
circumference of the wheel (without the 
use of tools of any kind) holding the smooth 
inner surface of the cross chain close 
against the tire, thereby increasing the 
creeping qualities regardless of the tight- 
ness; and eliminating the noise, rattle and 
possible injury to rubber or mudguards. 


Card for Displaying Kitchen Aid 
Brushes 

For the purpose of enabling hardware 
merchants handling its line of Kitchenaid 
Brushes to increase their sales, the Osborn 
Mfg. Co., Inc., 5401 Hamilton Ave., Cleve- 
land, Ohio, is distributing a dealer’s dis- 
pay card emphasizing the uses to which 
this article may be put. The brush is 














made of first quality, polished white tampico 
with a natural finish varnished handle, long 
enough to permit reaching the bottom of 
quart jars and milk bottles. 


Reading matter continued on page 88 
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Besides— 


being the best radiator for Ford cars—the Peerless Guaranteed Honeycomb 
Radiator is the best for Ford trucks; for which its increased cooling area 
(nearly five times as much as an ordinary radiator), it keeps the engine 
working just right—and because the core expands in winter, these trucks can- 
not freeze and burst. 


And look at the numbers of trucks—nearly everyone has one—baker, butcher, 
grocer and florist—all people that you know—fellow-merchants so to speak. 
There’s a big market in your town, right on your own door-step. These Ford 
owners want the best, with the least trouble—especially if they can get it at 
the same price as the ordinary kind. 

PEERLESS Guaranteed Honeycomb 

RADIATORS sell at the same price as the ir hd 

Ford radiator—Price, $17.00. 

Ask your jobber’s salesman—he'll give 

you all the information. If he cannot 

supply you, write us direct. 
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Notes of the Retail Hardware Trade 














Casa GRANDE, Ariz.—Brown’s Casa 
Grande Commercial Co., purchaser of a 
hardware business here, requests cata- 
logs on a general line of hardware and 
tires. 

ORANGE, CaL.—The Orange Hard- 
ware Co., 120 South Glassell Street, 
successor to Herman W. Ehlen, requests 
catalogs on the following lines: Auto- 
mobile accessories, barn equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 


churns, crockery and glassware, cutlery, 


dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
supplies, insecticides, kitchen house- 
furnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, washing machines and 
wheel toys. * 

New Port RicHey, FLA.—The Cotee 
Hardware Co. has commenced business 
here, with R. E. Gaskill as manager. 

ORLANDO, FLA.—W. A. Urban will, 
about Oct. 1st, move to larger quarters. 
He requests catalogs on household 
hardware. . 

BoNNERS Ferry, IpAHO.—The Gun- 
ther Frank Hardware Co. has succeed- 
ed to the business of D. C. Farnsworth. 
Its stock comprises barn equipment, 
belting and packing, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and glassware, 
cutlery, dairy supplies, dynamite, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, tin shop and washing machines. 


ABINGDON, ILL.—The Abingdon Hard- 
ware Co, has established itself in busi- 
ness here, dealing in the following, on 
which catalogs are requested: Auto- 
mobile accessories, automobile _ tires, 
barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, dy- 
namite, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, plumbing department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 


goods, stoves and ranges, toys and 
games, vulcanizing department, wash- 
ing machines and wheel toys. 

CLINTON, ILtt.—D. T. Gano has dis- 
posed of his stock to J. B. Wilson and 
Son, South Side Square. 

New ALBANY, IND.—Geo. M. Renn, 
603 Vincennes Street, is the new owner 
of the stock of John Ziegelbauer. 

Sac City, Iowa.—E. P. Lowry has 
bought the hardware business of 
Ahrens & Lowry. 

BuLuFF City, Kan.— Sturdevant’s 
Hardware has added a line of hard- 
ware to its regular stock. Catalogs 
requested. 

ELLINWOOD, KAN.—The Hoffman 
Hardware has purchased the stock of 
the E. L. Smith Hardware Co. 

FRANKFORT, KAN.—R. S. McGhie has 
disposed of his stock of hardware and 
implements to the Boyle Hardware Co. 
The new concern carries a line of barn 
equipment, belting and packing, bi- 
cycles, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, washing machines and 
wheel toys. 

NorToN, KAN.—H. E. Harmonson 
has bought the stock of M. F. Garrity. 

OAKLEY, KAN.—Harrison & Schaible 
have commenced business here. 


RANSOM, KAN.—The Gates & Sim- 
mons Hardware has established itself in 
business handling a line of barn equip- 
ment, belting and packing, builders’ 
hardware, churns, cream’ separators, 
cutlery; electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
guns and ammunition, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, pumps, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and washing 
machines. 


AUBURN, Ky.—The stock of S. O. 
Moddy has been bought by W. O. Boy- 
kin. It consists of automobile acces- 
sories, automobile tires, barn equip- 
ment, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, guns and ammuni- 
tion, harness, heating stoves, heavy 
hardware, kitchen cabinets, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and c prepared roofing, 
pumps, shelf hardware and stoves and 
ranges. Catalogs requested on belting 


and packing, electrical household sup. 
plies and prepared roofing. 

DeETROIT, MicH.—The La Salle Hard- 
ware, 8331 Linwood Avenue, requests 
catalogs on household utensils. 

PETOSKEY, MicH.—Henry Beehm has 
sold his interest in the McCabe Beehm 
Hardware Co. to George W. McCabe, 
who will continue the wholesale and 
retail business under the name of the 
McCabe Hardware Co. 

BuFFALO, MINN.—The Wenner Hard- 
ware requests catalogs on a general line 
of hardware. 

GUTHRIE, MINN.—The Wenck Hard- 
ware Co., purchaser of the J. Marin 
stock, requests catalogs on the follow- 
ing: Automobile accessories, automo- 
bile tires, barn equipment, belting and 

acking, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, cutlery, dairy supplies, dynamite, 
farm implements. flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

MippLE RIveR, MINN.—The Yngve 
Hardware Co. now owns the hardware 
and implement stock of the Middle 
River Hardware & Implement Co. 

BLUE SprRINGs, Mo.— The Blue 
Springs Hardware Co. will move to a 
new location. 

Cralc, Mo.—The Allen Hardware Co. 
has been incorporated as successor to 
F. K. Allen & Son to deal in automobile 
accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and _ glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline, gas0- 
line engines, guns and ammunition, 
hammocks and tents, harness, heati 
stoves, heavy hardware, home barbers 
supplies, incubators, insecticides, kitch- 
en cabinets, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepa! 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, 
washing machines and wheel toys. The 
capital stock is $1,400. k 

WHITEFISH, MoNt.—The Knott & 
Feely Mercantile Co. is successor t0 
Knott & Feely. 

BEaTRIcE, Nes.—Ernst & Graf have 
sold their implement stock at 116-120 
So. Sixth Street to Elerbeck & Hale. 

Witcox, Nes.—Charles Hargleroad’s 
stock has been damaged by fire. 














